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Time-Tested 
Dealer Sales Control 


LAND 
DEVELOPMENT 


South Carolina dealer works with “backfield of 
builders,” with lot sales to realtors, other build- 
ers and home prospects. See page 50. 
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\ THE FIRST AND ONLY LOW COST SLIDING DOOR HANGERS TO 
PROVIDE THE EASIEST ADJUSTMENT FOR PLUMBING OR LEVELING SLIDING DOORS 


Only two screws are needed to attach 
hanger to door. To plumb door sim- 
ply loosen screws and turn nylon 
cam with a screw driver. This auto- 
matically raises or lowers doors. 
When making precise adjustments 


door cannot slip down out of control. 
NYLON 


MICRO-CAM 


THE THRIFTEE MICRO-CAM HANGER 


is available with either single or twin nylon wheels and is 


% 
— A, nS, q ° A packaged with both fascia and non-fascia aluminum track. 
oleh lorling td . 








TWIN WHEEL HANGERS SINGLE WHEEL HANGERS 


Nylon wheels have oiled-for-life Nylon wheels have oiled-for-life 
bronze bearings. MICRO-CAM is made of sturdy nylon. gs. MICRO-CAM is made of sturdy nylon. 


Send for complete catalog today! 


Joh Oterling C orporalion 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


JAd44o4 
PAK” 


pie THE GREATEST IDEA FOR PACKAGING 
a a AND MERCHANDISING IN YEARS! 


el 

















“HOLSTER-PAK”, the greatest merchandising ad- 
vancement in packaging of the decade, is the perfect =m | 
blend of product, package, promotion, and utility. This ye - 
sturdy leatherette tape-holster clips on the belt and in HOLSTER-PAK 
keeps the tape handy on the job at all times. Your 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action... it has sound... it has 
SELL! Ask your jobber about it! 
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President 


FLINTKOTE SEALIAB ‘SHINGLES 


PROVED BY 


HURRICANE DEBRA! 
Ir™. 





Read this unsolicited letter from a Texas lumber dealer telling 





how Seal-Tabs stayed sealed down under the big blow. Then 
ask yourself: “Isn't this the shingle | want for my builder FLINTKOTE 


customers?” 
For particulars on Flintkote Seal-Tab Shingles, details on price, delivery, see » a 4 


your Flintkote representative or write: The Flintkote Company, Building ‘pantiatitig! ¢ Wie Tees Tie 
Materials Division, 30 Rockefeller Plaza, New York 20, New York. of Building Products 
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WHAT IS “DSC”? This insignia 
above, which you'll see used with many 
articles in A.L., is a symbol for DEAL- 
ER SALES CONTROL. It is one of the 
permanent principles guiding our edi- 
tors. It signifies a progressive manage- 
ment method—controlling the sale— 
which works for the home building re- 
modeling, farm and commercial markets. 

When a dealer controls his sales, he 
performs services for either contractor 
or consumer, assuring adequate profit 
on materials and customer satisfaction. 

DSC can stem from land control, pre- 
fabing, financing, sales of new homes 
or remodeling packages (rather than 
pieces) to builders or consumers by the 
retailer. DSC also means product brands 
- specifications controlled by the deal- 


a the DSC principle grows, every 
segment of the building industry will 
benefit. There will be more building 
and remodeling; creative selling of qual- 
ity products; stable distribution and 
customer convenience through one-stop 
retail showrooms and stores. 

During the coming months you will 
see dramatic evidence of DSC in Amer- 
ican Lumberman. Topics to be covered 
include land development by the dealer; 
building companies controled by the deal- 
er; fabrication of trusses and other com- 
ponents by the dealer; control of the 
home improvement market by the dealer. 


Something to 
Think About .. . 


* You’ve heard of that old Chinese prov- 
erb, “You can lead a horse to water 
but you can’t make him drink.” Well, 
that’s the way it is sometimes with lum- 
ber dealer managers. You can ractically 
lead them into a sale, but they won’t 
bother to sell it. 

One example is a dealer who installed 
a model kitchen display in his store, in- 
cluding a built-in oven. The dealer had 
never sold a kitchen appliance before, 
but he felt that the model kitchen would 
not be complete without the appliance on 
display. The appliance distributor was 
happy to oblige, feeling that here was a 
good way to get the lumberman in the 
appliance business. 

Six months later we checked to see 
what happened. The model kitchen was 
still on display but without the built-in 
appliance! 

When asked about the hole in the 
kitchen display, the dealer answered: 
“Oh, that darn thing was too much 
trouble. Everybody who came into the 
store kept fooling around with it. It was 
a nuisance. We figured we have enough 
problems without talking to people about 
appliances.” 

This type of manager is in the minority 
because lumbermen everywhere are lead- 
ing other retailers in sales of packaged 
kitchens, including the appliances, But 
there is probably more of this negligence 
going on than dealers care to admit. 
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TO 
MORE SALES 
MORE PROFITS 

















FABULON 
FALL PROMOTION 


Nationally advertised in _ for all FABULON dealers . . . an exciting, 
HOUSE BEAUTIFUL all-out Profit Excursion into a wonderful, new world 
HOUSE AND GARDEN of record-smashing FABULON sales. National 
advertising in 3 important home magazines; 
LIVING regional and local advertising and publicity; free sales 


FOR YOUNG HOMEMAKERS aids galore — you get all this and more 
, in this fabulous FALL PROMOTION, 


FREE SALES AIDS 


literature, window banner, (res orem) 
posters, demonstration panels, Dp S 
‘ PIERCE AND STEVENS CHEMICAL CORP. 


emblems, ad mats, 
etc. 710 Ohio Street + Dept. AL109* Buffalo 3, N.Y. 
oi Availabie in Canada — LEPAGE’S, Toronto 18, Ontario. 


“Through research... tomorrow's magic today” 
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PERSONAL VIEWPOINT 





We're Walking, not Running... 


“You can look out a hotel window in Bonn, Germany, Tokyo, Japan, 
or Melbourne, Australia. On the street the people are running, not 
walking. They want to catch up, to do more business, to beat their com- 
petitors. In America, we now walk, take it easy, forget how once we 
really hustled.” 

When Art Hood made this comment after his recent trip around the 
world, he was thinking of all American business. It agrees with state- 
ments fairly common this year that we are becoming a nation perform- 
ing half-done jobs, that goofing off is widespread, that giving Se than 
an honest day’s work is normal and accepted. 

Such a blanket condemnation is obviously unfair. We, for example, 
couldn’t publish this magazine without citing, as we do, hundreds of 
features keyed to progressive jobber and dealer operations. Individually, 
we still have many retailers who run—experiment, work hard and apply 
considerable imagination to running their business. 

Actually, nobody really likes to run. You live longer when the busi- 
ness just goes along evenly with normal effort and grief. Unfortunately, 
this pleasant monotony sometimes leads to a false sense of security or 
even a sound sleep. 

The question before the house right now in October, 1959, is wheth- 
er the building material industry shouldn’t do a little running right now 
before it’s too late? We suggest that there is no grounds for complacency 
in the present picture. 

With new housing almost sure to drop off substantially next year, is 
this industry awake, disturbed enough to take the sales offensive? Will 
we instead accept less business and walk, if you please, until housing 
booms once again? 

What isn’t quite understood is that neither the manufacturer, jobber 
nor dealer is truly in a position to accept less sales. The producer today 
has tremendous excess capacity, often from new automated plants. He 
further often faces a growing sales threat from imports of all kinds. His 
inclination to jump distribution channels for more volume could increase 
next year. 

This, of course, is running, but running with fear and without sound 
planning. Dealers, jobbers might catch the same fever and we would 
have a rousing price battle in 1960. Before this occurs, we'd like to put 
certain suggestions on the record. 


Manufacturers—May we recommend a sharp valuation of your basic 
sales goals and especially the collateral material you provide the dealer. 
Placing all your emphasis on home building next year could be disastrous. 
Consider remodeling, store sales, farm and commercial. Reprinting old 
literature and other sales tools without careful study is hardly flattering 
to the dealer or sound business. Apply creative imagination, it’s long over- 
due in this industry. 

Consider special programs for the jobber to sharpen his sales perform- 
ance. Arbitrary decisions in this area could take years to rectify. Help him 
become a better merchandising partner with the retailer. 


Wholesalers—It is our conviction that more jobbers each month appre- 
ciate the dangers they face in the distribution picture. They are adding 
lines, helping dealers sell and assuming new functions. We believe they 
are in a strategic position to help the small and moderately-sized retailer. 
Without their assistance, many will never run successfully. 


Retailers—Every issue this year suggests dealers have taken great 
strides in improving their position on home building. Our DSC retailer 
stories since May document this fact. New sources for business, however, 
should be planned and fully exploited in the New Year. Selling packaged 
remodeling is one obvious suggestion. 

Probably one of the best places to see dealers running, or at least trot- 
ting, will be the NRLDA Building Products Exposition, November 14-17 
at Cleveland. The programs this year are provocative, thoughtful. A record 
display of products, many never before handled by lumber dealers, will 


.be exhibited. Attendance by every thinking retailer is recommended. 
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If it's metal lath they’re after — Gold Bond has it! 


Matter of fact, Gold Bond has the most complete system of metal lath products in the 
field. Many of the products...including the versatile Holostud®, Arch Corner Beads, Safe- 
Edge® Cornerite and Stripite—were developed in direct response to plasterers’ needs. 
Designed by experts, they’re made together to work together. 

The chart below gives only a suggestion of the products available to speed the erection of 
metal lath—the quality plaster base for finer buildings. For details on the complete line, 
ask your Gold Bond® representative, or write us direct at Dept. AL-109. 


NATIONAL GYPSUM COMPANY, BUFFALO 13, NEW YORK 


METAL LATH EXPANSION JOINT 


MARRARRRRRRRARLRRRAR RRR 
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s 
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3/8” rib lath Safe-Edge® cornerite 





3 exe * es 
small diamond mesh lath 


CORNER BEAD BASE SCREED 


No. 5 bull nose corner bead No. 3 expanded base screed No. 77 base screed 





steel track Holostud® column clip 


CLIPS 


snap-on metal base clip splice plate beam furring clips metal lath clips 


Gold Bond 96 Na Hel af OMOTOW 


BUILDING PRODUCTS 
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NEW 
DEVELOPMENTS 


American Lumberman, October 12, 1959 


TALK OF LESS STARTS NEXT YEAR is having one curious effect. During the past week 
dealers report being offered many price cuts on standard items "if you'll 
stick with us next year." Some of these conversations, rendered with 
speakeasy=-soft voices, suggest that the producers are becoming concerned 
over their huge productive capacity. 

Research departments are being prodded for early release in 1960 of distinc- 


tive new products to offset sales slumps on the "standards." It's no 
secret in the trade that one well-known manufacturer has six brand new items 


ready for release. They are one crew looking forward to next year. 











DYNAMICS OF DISTRIBUTION in building materials occupied the Producers’ Council 
for a full day late last month at St. Louis. A special report blueprinted 
chaotic trends and suggested additional marketing research for constructive 
answers for the industry. See the next issue for on-the-spot reporting. 





ANTICIPATING A SHORT SUPPLY OF MONEY FOR MORTGAGES the big Savings & Loans across 
the country are boosting earnings 4 to 44%, starting January 1, 1960. With 
VA and FHA mortgages hard to place, the S & L's see a golden opportunity in 
‘60 to dominate the conventional mortgage market. 


The hike in earnings is expected to bring in more cash for desirable mort- 
gages at 6 to 6%% interest. As we commented editorially this spring, rates 
of 8 to 9% were common in the early 20's and the start rate still remained 
high. Such high rates are not anticipated again considering the healthy 
rate of savings by the public. 


INCREASING STORE TRAFFIC throughout the week in lumberyards will be the target 
for a full-fledged Batten, Barton, Durstine & Osborn brainstorming session 
this month at New York City. Participants will include dealers, whole- 
salers, association executives and editors. BBD&O is largely credited for 


developing brainstorming as a tool for creative sales ideas. 











ANOTHER RESEARCH JOB has recently been completed by Look Magazine on the 
public's opinion of yards across the country. Complete details will be 
presented at the NRLDA Exposition, November 14-17 at Cleveland. 

Similar marketing research on the consumer has been done by American 
Lumberman reporters in recent months. Our findings on the West Coast are 
described on page 80. 


CASH AND CARRY YARDS NEED SHOWROOMS, at least the huge Wickes organization seems 
to think so. This is indicated by the recent remodeling of one of their 
yards erected in 1955 near Springfield, Ohio. 

Part of the up-grading of this yard was a top-quality new showroom, com- 
plete with luminous ceilings. Actually it's a sampling room for the wide- 
line of products warehoused out back. Both consumer and contractor trade 
is being solicited. 

Truss fabrication is still another field being actively explored by 

C & C's. They,too, like the top-margins achieved by selling units, not 
lumber pieces. 


JAPANESE PREFINISHED PLYWOOD seems to be coming into this country in growing 
volume. Estimates range upward from a million square feet a month. 
Specie variety is limited but the Japanese offer two and three coat 
finishes and also back sealing at an extra charge. 

Other Japanese activity includes plans for printed wood-grain plywoods. 


Additional building products from Nippon may be anticipated. They have 
been busy all this year purchasing machinery for a wide line of board 


products. 
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Hse Beautiful 


A new and easy 
way fo attract 
customers — 


Make your store a Floor Refinishing Headquarters 
and take advantage of the Bic Pusu by 
Benr-Mannine. A simple suggestion to your 
customers how to make their old floors 
like new will start the cash register ringing — 
and keep it busy! Renting a floor sander is 
only the beginning — you keep ringing up 
sales on sandpaper, cleaners, shellacs, 





waxes, polishers. 


x J ser YOU! how 
bel® 
REE = 


Get BEHR-MANNING traffic-stopping 
Display Kit . . . easel-mounted reproduction 
of our HOUSE BEAUTIFUL ad and illustrated 
instruction folders on Floor Sanding. 

Ask your BEHR-MANNING representative 

or write direct to Dept. AL-10. 


BEHR-MANNING CO. 


TROY, MEW: VORK 


A DIVISION OF NORTON COMPANY <QRnamy 
y ABRASIVES 


BEHR-MANNING PRODUCTS: Coated Abrasives - Sharpening Stones - Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives - Grinding Wheels - Grinding Machines + Refractories - Electrochemicals 
In Canada: Behr-Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N.Y., U.S.A 
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“W00D WINDOWS 


are a Quality Feature” 
Says Willard Woodrow, Caballero Hills, Los Angeles, California 


“We are building with quality products which will find the greatest favor 
with second and third time home buyers who know what they want. Wood 
Windows fit these specifications handsomely," Mr. Woodrow continues. 

As the "Champion Brand Names Builder for 1959,” and with 31 million 
dollars in housing rolling this year, Mr. Woodrow knows he can count 
on modern wood window units to please home buyers, today and for 
many years to come. 


BEST BUILDERS’ GUIDE TO WINDOW QUALITY 


The American Wood Window Institute Seal on 
the windows you install is your customer's as- 
surance that they conform to the specifications 
of new FHA standards and are: 





- 
Aarectene MUOE RNPON, lestivats 


Correct in design + Properly constructed + Preservative treated - Properly balanced 
Made from carefully selected kiln-dried lumber «+ Efficiently weatherstripped. 


Because Wood is So Good to Live With 


@ 
Pondertéa Pave WOODWORK 


An Association of Western Pine Producers and Woodwork Manufacturers 
39 S. LaSalle Street ° Chicago 3G, Illinois 
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MEMBERS—Woodwork Group 
Andersen Corporation 

Anson & Gilkey Co. 

Biltbest Corporation 

Caradco, Incorporated 

pen nay ren oe — 


B On 


Hurd Millwork Me nad 

Huttig M 

tdeai Co, twm. Cameron & Co.) 

international Paper Co. 

— Long Bell Division 

Maita Manufacturing Co. 

loos White — Sash Co. 
Morgan Compa 

 Mearig oe omy Sereen Mfg. Co. 

Rock Island Millwork Co. 





Western Pine Mfg. Co. 
White Pine Sash Co. 


MEMBERS—Lumber Group 


The Anaconda Company 
Associated Lumber & Box Co. 


Cascade Lumber Co. 
Collins Pine Co. 
Crane Mills 
Diamond Gardner Corp. 
Georgia-Pacific Corporation 
Gilchrist Timber Co. 
Edward Hines Lumber Company 
Kaibab Lumber Co. 

Lake Lumber Co. 
McCloud Lumber Co. 
Michigan California Lbr. Co. 
J. is Lumber Co. 
Ochoco Lumber Co. 
Oregon Lumber Co. 
Pickering Lumber Corp. 
Scott Lumber Co., Inc. 
Setzer Forest Products 
—Div. of Glenco Forest Products 
Raiph L. Smith Lumber Co. 
Southwest Lumber Mills, inc. 
Tarter, Webster & Johnson, Inc. 
Tite Knot Pine Mills 
U. S. Plywood Corp. 
—California Divison 
Warm Springs Lumber Company 
Western Pine Association 
Weyerhaeuser Sales Co. 
Winton Lumber Co. 


ASSOCIATE MEMBERS 


Alimetal Wostherstvio Co. 
The Caldwell Mfg. Co 

Casement Hardware Co. 
Chapman Chemical Co. 

W. J. Dennis & Co. 

Dorris Lumber & Moulding Co. 
Grand Rapids Hardware Co. 
Monarch Metal Weatherstrip Corp. 
Protection praauess . Co, 
Unique Balance 

Wood-Treating Chemicals Co, 
Zegers, Inc. 


ARD WOODROW 
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“Dutch Boy customers 
make Dutch Boy dealers 
the happiest 
dealers in town! 


“Dutch Boy’ Dealers do a better business, have 
better profits, are growing in their communities. 





The customer who buys “Dutch Boy” is the customer any dealer 
would want to keep! Quality is his first concern. And that goes 
for the other things he’s likely to buy, not just for paint. 


The man who asks for “Dutch Boy” is proud of his home, and 
determined to keep it attractive. That’s why you’ll be seeing him 
again and again — if you’re a “Dutch Boy” Dealer! 


Four powerful forces make the ‘‘Dutch Boy” 
franchise the best asset your business can have! 


1 Consistent, colorful consumer 
advertising in READER’S DI- 
GEST, THE SATURDAY EVE- 
NING POST, LOOK, BETTER 
HOMES & GARDENS, AMERI- 
CAN HOME and LADIES’ HOME 
JOURNAL! 


2 Merchandising helps unmatch- 
ed in the paint industry make sell- 
ing easier, build an “atmosphere 
of quality” around “Dutch Boy” 
products. Cooperative advertising, 
too, including — TV, Newspapers, 
Radio, Highway Signs. 


3 The solid reputation for quality 
that goes to work for you when you 
sell the “Dutch Boy” line. Years of 
customer - satisfying performance 
have built for “Dutch Boy” prod- 
ucts a reputation for quality that 
is unmatched in the paint industry. 


4 The reputation as “Paint Head- 
quarters” that comes naturally to 
every “‘Dutch Boy’’ Dealer. A 
customer’s best assurance of the 
dealer’s concern for quality and 
service are those shelves of “Dutch 
Boy” paints! 


“Dutch Boy” Dealers are happy dealers 
because they alone have this unique and special 
asset: the “Dutch Boy” customer, pre-sold by con- 
tinuous advertising, and ready to spend for quality 
and service. And “Dutch Boy” Dealers can offer 
this customer a really complete line of exterior and 
interior paints, including famous “Dutch Boy” 
House Paint, the fast-selling new acrylic latex wall 
paint, Nalplex, and the exciting new alkyd Satin- 


Eggshell Enamel. 


2 
#5 National Lead Company, /// Broadway, New York 6, N.Y. 
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.  HERE’S WHY IT SELLS AND SELLS 


‘These Features make NEW 
BOLTA-WALL TILE the 
Greatest Repeat Sales items 
in the Wallcovering business. 


. © QUICK, EASY APPLICATION 


© BRUSH OR ROLL PASTE ON 
WALL—APPLY TILE 


WASHABLE, EVEN SCRUBBABLE 
e FLEXIBLE—CUTS WITH SCISSORS. 
© SCUFF AND STAIN RESISTANT 


e SANITIZED TO RESIST GERMS 
AND BACTERIA 


e SMART NEW COLORS 


EACH BOX CONTAINS 
54 PIECES OF 8” x 8” TILE 
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Brand New and Beautiful 


Lola Ue TILE 


THE ONLY FLEXIBLE VINYL WALL TILE FOR THE DO-IT-YOURSELF DECORATOR 


easy, steady, profits in only 
square feet of floor space 


_ Neatly packaged into one smart merchandising rack, new Bolta-Wall tile needs 
only 8 sq. ft. of floor space to put you into the specialty wall covering business. 
Your store traffic will find it irresistible to redecorate drab rooms with low-cost 
8” x 8” flexible vinyl squares that go up fast and easy without special tools. 
Best of all your Bolta-Wall sales are without competition assuring steady 
growth and profits that remain equitable. 


A PRODUCT OF 
GENERAL THE GENERAL TIRE & RUBBER COMPANY 


Bye cg scoedl Building Materials Division + Akron 9, Ohio 


GET THE COMPLETE STORY ON NEW BOLTA-WALL VINYL TILE. FILL-IN COUPON OR 
CALL YOUR NEAREST BOLTA-WALL DISTRIBUTOR. THE ENTIRE PROFIT PACKAGE OF 
PROVED MERCHANDISING MATERIALS IS READY NOW FOR ALL BOLTA-WALL DEALERS 


THE GENERAL TIRE & RUBBER COMPANY NAME__ 


Building Materials Division - Akron 9, Ohio 
STORE NAME__ 


Gentlemen: 


Please have your nearest Bolta-Wall 
representative call on me. CITY 


ADDRESS. 
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On time on FIRESTONED ! 


They cut costs on building materials deliveries 


Whether you operate one truck or twenty trucks, count on Firestone 
Rubber-X, the longest wearing rubber ever used in Firestone truck tires. 
It’s yours with every Firestone, for extra trouble-free deliveries and lower 
truck tire costs. 


And along with new long-wearing tire rubber, all Firestones bring you 
Firestone S/F (Shock-Fortified) cord for still more stamina and depend- 
ability. No wonder more and more truck owners like yourself find it good 
business, always, to buy Firestones when replacing old tires—and to 
specify Firestones on all new trucks. Ask about them today at your nearby 
Firestone Dealer or Store—your headquarters for fast, reliable service! 


TRANSPORT SUPER ALL TRACTION 


LOOK FOR NEW LOW COSTS PER MILE WITH LONG-WEARING FIRESTONE TRUCK TIRES ~, A ston 
¢virestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1959, The Firestone Tire & Rubber Company 
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Work with your AIM*... Potlatch Forests does... 
Acme Steel Strapping unitizes, braces plywood 


POTLATCH FORESTS, INGC., Plywood Department, Lewiston, Idaho, 
uses Acme Steel Strapping for unitizing and car bracing 

quality plywood so it stays in top-grade condition from 

mill to receiver. (Idea No. U1-10) 


paeg rs Potlatch Forests cuts carloading time, eliminates damage to loose panels 
ea Man F ° . . 
ion Hughes helied . ae on top of the load, stops shuffling of plywood during transit. Plywood 
Potlatch Forests is in neat, square packages, ready for fast unloading and efficient 
solve its : P storage with mechanical handling equipment. Arrival condition of the 
plywood packaging By ag load is as good as when it left the mill—no downgrading of 
ond shipping : panels due to damage received in transit. 
problems. 





*Work with your Acme idea Man and make sure you're getting the best 
ideas for packaging and shipping your products. Write Dept. ABU-109, 
Acme Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 743 Warden Ave., 
Toronto 13, Ontario. 


ea STEEL STRAPPING 
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—Deautiful paneled walls 
for homes in 
every price range 





Bestwall 


wood grained 


gypsum 


wallboard 


Nothing adds more beauty, more sell- 
ability to new or remodeled homes than 
paneled walls. 

Nothing gives this effect more easily, 
more economically than Bestwall’s new 
line of Wood Grained Wallboard. 

Your sales and profits go up when you 
display and promote the full Bestwall 
Wood Grained line including Autumn 


Mahogany, Fawn Mahogany, Driftwood 
Mahogany, Figured Aspen and Knotty 
Pine; all available in 4’ x 8’ panels with 


nails of matching color. 


And only with Bestwall do you get the 
advantages of glass fibers in the gypsum 
core to reduce cracking and breakage, 
provide better nail-holding and clean 
scoring and snapping. 


Move your profits UP with Bestwall—your Bestwall representative has complete 
information and a large selection of free, sales-building promotion material. 


FinEPROOF GYPsyy, 


YOUR BEST BUY is 


BUILDING proovc'> 


BESTWALL GYPSUM COMPANY: Ardmore, Pennsylvania + Plants and offices throughout the United States 


October 12, 1959, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 
Circle No. 13 on Handy Cover Card—> 


18 Circle No. 12 on Handy Cover Card 











BRUCE UNIT-WOOD BLOCKS 


BRUCE FIRESIDE PLANK 


Photo by Hedrich-Blessing 


You can bank 
on Ranch Plank 


This popular-priced version of 
famous random Oak plank flooring 
always pays off! Bruce Ranch Plank 
Floor has unusual buy-appeal 

with its factory-inserted walnut 
pegs ... alternating strips of 2%” 
and 3X” widths .. . and mellow, 
medium-dark finish. The finish is 
factory-applied for beauty, durability 
and economy of installation 

(no sanding and finishing 

on the job). Ranch Plank is easy to 
lay; nail it just like strip flooring. 
Write for color booklet. 

See our catalog in Sweet’s Files. 


E. L. BRUCE CO. 


Memphis 1, Tennessee 


Bruce 
Raneh 


Plank 


Hardwood Floors 


BRUCE LAMINATED BLOCKS BRUCE STRIP 











ys Ko) Vn eo) © or- Un Moda -1emm ole i kol-1a—mm-lah’am ad o]- Mol me—se-Talel-lge 


—¥- tJ ao) are lt-b4-lome ahaa GlasSeal’ Shermopane: 





Now you can step up your sales—and make more profit—because 
more and more builders will be using Thermopane insulating glass 
in all of the windows of the houses they build. They know that 
Thermopane helps sell their houses. Their customers have been 
hearing about its advantages for 16 years. So have yours. 


To help builders merchandise this quality feature, Thermopane 
units made after August 3, 1959 have this trade-mark plainly 
inscribed on the glass so home buyers will know they’re not 
getting an imitation. 


GlasSeal Thermopane units made with single strength sheet 
glass are up to 25% lighter than units made with double strength 
sheet glass. Makes handling and stocking easier, lowers trans- 
portation costs. 





New clip-on muntins . . . a way 
Stock up now! It’s a big building year. Thermopane—the best- to get Colonial or other style 
known name in insulating glass—can help increase your profits. effects and still use Thermopane 


in economical, full-window size. 


Made in the United States by 





LIBBEY e OWENS e FORD only e TOLEDO 3, OHIO 
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> WITH 
~ BUILT-IN STAPLE 

EXTRACTOR AND EXCLUSIVE 

PUSH-BUTTON LOADING PLUS HANDLE LOCK! 














Here’s the staple gun all your customers want PRE-SOLD TO 

...sales prove that!...and at a sensationally low pe pe i Aah te 

$4.95! The rugged, heavy-duty steel SWINGLINE Souitd Geliens’ Adeor- 

101 Staple Gun delivers as much driving power tising Program! You 

as machines twice its size and weight! Takes cag enaaie tigen 

two staple sizes: ‘/16” and 5/1s”...performs actually paper ad mats, local | 
. hundreds of tacking jobs including insulating, publicity and national 
© : carpentry and upholstering! Gun positively Evening Past y ne 
bE ; will not jam! Don’t delay. SwINGLINE offers Mechanics, Popular | 
» waar you immediate delivery — Science, Mechanics | 
y Swingline No. 200 | — Swingline No. 900 for immediate profits! Illustrated, Farm Jour- 
a Compression Tacker. « Super Drive Stapling nal and others. 
¥ . 


Takes 3 staple sizes Gun, Takes 6 staple —on all quantities, 
up to 5/16”. sizes up to 9/16”. 1 < a 
Retail price $10.50 Retail price $12.50 3 colors! a a ” 
For complete information, contact i iM Cc. 
Long Island City 1, N. Y. 


WORLD'S LARGEST MANUFACTURER OF 
STAPLERS FOR HOME AND OFFICE! in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
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DRIFTWOOD PANELING—you can create 
truly striking interiors with this distinctively dif- 
ferent board paneling. 








Sell the natural 


Opportunities for paneling sales are everywhere! 





Homes, apartments, offices, restaurants, churches, or classrooms— 
wherever an attractive, pleasing decor is a factor in building 

or remodeling —these are your markets. Weyerhaeuser 4-Square Wood 
Panelings create a pleasing warmth and elegance with the added 
benefits of durability and easy maintenance. And with the Weyerhaeuser 
line, you can offer builders and architects a broad selection of 

patterns, stylings, and species in both board and plywood panelings 

that are precision milled for easy application and snug, tight 

joints. Specialty panelings, such as Loc-Wall, are designed to effect a big 
saving in installation. Thus, there is a potential sale of paneling 

in almost every building and remodeling budget . . . and that means 
extra profits for you. Your Weyerhaeuser District Representative 

will be glad to discuss the full line of panelings with you. 


Weyerhaeuser Sales Company 


First National Bank Building / St. Paul 1, Minnesota 
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IDAHO WHITE PINE PANELING is a tra- 


ditional favorite in both clear and knotty grades. 






















... that only (Hood, 


" 



















































LOC-WALL PANELING comes room 
height with furring strips attached for fast, 
easy installation. 








Weyerhaeuser | 4-SQUARE 


LUMBER AND BUILDING PRODUCTS 
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“‘T hate being tied down 











in my own back yard”’ 


DODGE REPORTS uncover more...and better... 
bidding opportunities right in your own area 


Many contractors are tied down by unreliable and incom- 
plete information. They depend on gossip and rumors in 
locating new building projects, and on invitations to bid. 
This can be a costly, ineffective way to get business. Unnec- 
essary, too. Because daily Dodge Reports give you the facts 
you need on bidding opportunities, when you need them. 

You know what’s coming up for bidding when you use 
Dodge Reports. You learn of many opportunities you might 
otherwise miss. You don’t have to depend on gossip, rumors, 
or invitations to bid. 

You concentrate on jobs you know will be profitable. 
Dodge Reports’ reliable advance information helps you spot 
the new building projects that will do you the most good. 





F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. AL109 


in the general markets checked below. 
[-] House Construction (] General Building 
(-] Engineering Projects (Heavy Construction) 


Area 


Cc 


SESS SERS ER were FOR FREE BOOK > Psy 


Send me the book “Dodge Reports— How to Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


You learn who the general contract bidders are... who’s 
bidding on major trades out for separate bids...and which 
ones get the contracts. 

Dodge Reports are individual project reports. They’re 
mailed to you daily. You get Reports only on the types of 
building you’re interested in—in the area where you do 
business. They tell who’s going to build what and where... 
whom to see ... when bids are wanted . . . and other perti- 
nent facts. 

If you do business anywhere in the 37 Eastern states, 
let us show you how Dodge Reports can help you uncover 
more — and better — bidding opportunities right in your 


own area. 
j 
PN 


OE pepo, kK 





Dodge Reports 





reny — 








Address 


holga Mleal-temt—1-Jiilale| 





City Zone State 


Orolal pag *londlolamialel*l-14a% 


Se ee ee ee ee ee ee ee 
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: (iss) American Nails help make happy customers 
of ‘do it-yourself’ builders !” 


Ira H. Gordon, President Swift Homes, inc. 


Mr. Gordon speaking: “One of the major 
reasons why Swift Homes, Inc., has 
achieved the position as the manufacturer 
of the world’s largest selling precision-cut 
homes, is because we insist on quality 
materials. Everything that goes into our 
homes must be the best—from design, 
right down to the nails we use. We offer 
hundreds of different variations in styles 
of distinctive homes—from small cottages 
to large ranch and split-level homes. The 
greater percentage of all the homes we sell 
are put up by the ‘do-it-yourselfer,’ and 
that’s why we regularly include USS 
American Nails in the Swift precision-cut 


homes package.” 





AMERICAN NAILS — 


—a great convenience for your customers | 
—a money-making idea for you |! 


When you stock American Nails in the easy-to-handle two- 
piece 50-lb. or 100-Ib. moisture-resistant cartons, you save on 
storage space. They stack neatly, are easily palletized, taking 
a minimum amount of room. 

USS American Nails for every nailing purpose are also 
available in 1-lb., 5-lb., 10-lb., and 25-lb. containers—colorful, 
convenient cartons that sell on sight. 

Ask your American Steel and Wire salesman, or your 
jobber salesman, about the advantages of stocking American 
Nails—or write for descriptive catalog. American Steel & 
Wire Division, Dept. 9216, 614 Superior Avenue, N.W., 
Cleveland 13, Ohio. USS and American are registered trademarks 





American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & tron Division, Fairfield, Alabama, Southern Distributors 
United States Stee! Export Company, Distributors Abroad 
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AURORA 


The winners out of 60 patterns! 


-GOLDSTRIKE 


Your builder and remodeling customers will go 
for these three new Gold Bond Decor Ceiling 
Tiles the same way our consumer panels did. 
We showed a large group of typical consumers 
60 tile patterns made by various manufac- 
turers. Some were already on the market, some 
were brand new designs by professional sty]- 
ists. The dainty Gold Bond Aurora pattern was 
voted the most attractive. The glinting Gold- 
strike and the gay Abacus weren’t far behind. 


Display these winning Gold Bond Decor Tiles 
prominently in your store together with the 
harmonizing Decor Planks shown in the photo- 
graph. These handsome wood-fiber tiles and 
planks are an easy, low-cost way to give a room 
a smart, modern accent wall. You know they’!|l 
sell because they’ve been pre-tested. Ask your 
Gold Bond® salesman for samples and sales 
helps. Or write us direct, Dept. AL-109. 


NATIONAL GYPSUM COMPANY, BUFFALO 13, N. Y. 


One of the panels of typical 
consumers who chose these new 
Gold Bond patterns 














ABACUS 
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HARLEQUIN MANDALAY ROMAN BRICK 


Gold Bond 


BUILDING PRODUCTS 


ep ahead of tomorron 
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YOU—Mr. DEALER, 


A 4-Star Program to help you SELL... 


+X A LONG PROFIT MARGIN=-up to 
33% all year around . . . the kind you 
need for a successful, money-making 
power mower operation. 


*K SENSATIONAL DEMONSTRATOR 
PLAN—deluxe model demonstrators at 
a low, low price—38Z off list—with your 
Early Buy order. A _ sure-fire profit 
builder. 


* EXTRA EARLY BUY DISCOUNT 
—an extra 3% bonus for placing your 
. Moto-Mower order early. Another oppor- 
’ tunity for profit. 


4K SALES-ASSURANCE PROGRAM 
—sensational plan that gives you special 
protection—makes Moto-Mower your 
sales partner on 50 percent of your Early 
Buy order. 
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SNS ANON, 


TRINITY WHITE 
SELLS! 


IT’S THE WHITEST WHITE PORTLAND CEMENT 


A fine 
product — consist- 
ently advertised to 
the buyers in your 


territory 


— 
~\ 


TRINITY )'/'|| |: 
PORTLAND CEMENT 
Olen ot walecorooged 


in architectural concrete 
units... stucco... terrazzo... 
cement paint... ornamental, 

light-reflecting and mis- 


cellaneous uses 


A Product of GENERAL PORTLAND CEMENT CO - Chicago - Dallas - Chattanooga - Tampa - Los Angeles 
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How Acme’s new Fashion-Right Color Service 


keeps your customers coming back for more Acme Paint! 


Your customers get the exact color they want. . . when they want it! 











To help your customers pick out the exact color or And to deliver any color paint your customer picks out, 
shade of Acme Quality Paint . . . right in your own store . . . 
Hy 
Yet lo! 
Pe ie 
The All-New —1 eke 


Acme Fashion-Right 
Colorometer 


Acme Fashion-Right Colors of the Seasons—new, 


Acme Fashion-Right Color Selector glamorous colors and color harmonies for every i ; 5; ity! 
yar og a ee Soasen of the yeor ... spring, suenaner, winter or fall e Delivers any color. . . in any finish . . . any quantity! 


tor-approved color harmonies. " e Quicker, more efficient than any manual machine! 
: 4 e Priced so low that every Acme dealer can afford it! 


e Easy to use. . . just set the precision-engineered metering 
valves and add colorant! 


e Compactly designed to fit right on your counter top! 











Stock and sell Acme Quality Paint, Super Kem-Tone, Kem-Glo and Loxon and 
take advantage of the sales-getting ability of Acme’s Fashion-Right Color 
Service . . . the hottest merchandising plan in the entire paint industry. 
Acme Color Guide to Color Har- Visit Booth 1005 NRLDA Building Products 


mony—decorator-styled color Acme Fashion-Right Color Collection Book— Expesition Nov. 14-17, Cleveland, Ohio. 
harmonies at a flip of the page. “take-home” copy . . . customers pick out color 


Pos...acomplete selection of clr saling cds for Kom Prodves | ACME QUALITY PAINTS, INC. 


Detroit 11, Michigan; Garland, Texas, or Burbank, California 
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Central Lumber and Supply sold $5,000 
worth of aluminum combination doors 
and windows in one week last spring. 
A special promotion garnered ‘‘sensa- 
tional’’ sales results on such products 
as this door, being shown to a home- 
owner by A. J. Miller, Jr., at left. 
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DOORS AND WINDOWS 
OTHER TYPES BY JY” 


Easily demonstrated, readily accessible display emphasizes 
advantages of aluminum windows to customer. Demonstra- 
tions like this, which graphically emphasize the convenience 
of Care-free windows of Alcoa Aluminum, make sales easier 
and increase volume. 


Here Mr. Miller points up the advantages of siding, combin- 
ing the advantages of rugged Alcoa Aluminum alloys and 
baked enamel finish to promise homeowner permanent free- 
dom from costly repainting as well as distinctive beauty for 
his home. 


Your Guide to the Best ;— 
in Aluminum Value 


4 WE CHOSE 
For exciting drama 
watch “Alcoa Presents” : ALCOA 1) ; 
every Tuesday, ABC-TV, 
and the Emmy Award ALUAINUM © 
— heatre”’ : MILL PRODUCTS 
alternate Mondays, NBC-TV 
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“Aluminum combination doors and windows, like 
other aluminum building products, have caught on 
and are here to stay,” says Mr. A. J. Miller, Jr., 
owner-manager of the Central Lumber and Supply 
Co., Burlington, Iowa. “We sell at least 75 per cent 
more aluminum combination doors and windows 
than other types. Our customers like aluminum’s 
durability, its corrosion resistance, and the easy-to- 
install features of aluminum building products.” 


Central Lumber and Supply is one of Burlington’s 
largest building firms, serving carpenters, contractors 
and individual homeowners within a 30-mile radius 
of the city. Aluminum products carried include com- 
bination doors and windows, siding, screen wire, gut- 
ters and downspouts, and threshold material and 
molding. “The Alcoa label on these products defi- 
nitely helps sales,” Mr. Miller says. “It really catches 
the customer’s eye.” 


You can take advantage of the selling power of the 
Alcoa label and the growing popularity of Care-free 
aluminum in the home-building field. And take ad- 
vantage of the selling power of an aluminum products 
display. Display your storm doors and windows, 
prime windows, foil-surface insulation, screening, 
hardware, nails, fasteners, siding and other quality 
building materials of Alcoa® Aluminum—all in one 
place. The first step toward cashing in on the swing 
to aluminum for Care-free living is to fill out the 
coupon below. Do it today! 


Pa ee eee ee ee ee ee oe 


ALUMINUM COMPANY OF AMERICA 

| 1884-K Alcoa Building j 
Pittsburgh 19, Pa. 
Please send me information about combination doors and windows, sid- 
ing, gutters and downspouts, and screening of Alcoa Aluminum, in 
cluding names of manufacturers. 


| | also want information on: 
| Company Name 


Address 


Zone State. 


[ City__ 


ko == oe ae eee eee eee ee oe 
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“Dealer Sales Control’’ Grows in Australia 


Art Hood carries the DSC principle ‘‘down under.” 
‘The Art Hood workshop was the most outstanding 
thing that has happened in my business career,'’ was 
a typical dealer reaction to the management clinics. 


SYDNEY, AUSTRALIA — The busi- 
ness principle of “Dealer Sales 
Control” is being discussed every- 
where among timber merchants in 
this country as a result of Art Hood’s 
management workshops at Canberra 
and Broadbeach in August. 

C. A. Lembke, editor of the Aus- 
tralian Timber Merchant, and spon- 
sor of the workshops, reported that 
they were a wonderful success. 

“Many enrollees described it as the 
greatest experience in their business 
life,” Lembke said in his last issue. 

Art Hood’s formula for DSC— 
Dealer Sales Control—is well-known 
to American dealers who have at- 
tended his management workshops 
and have read about DSC in Amer- 
ican Lumberman. It will now be 
strongly advocated in the Australian 
timber magazine, editor Lembke an- 
nounced. 

“Through the workshops, it is en- 
visaged that the timber merchant of 
today, with his generally restricted 
inventory of timber items only, will 
become the building materials dealer 
of tomorrow who can offer Mrs. 


Jones anything from a new kitchen to 
an additional room on_ reasonable 
terms which include both the labor 
and materials,” Lembke wrote. “In 
other words, the dealer will have 
complete control of the sale, receive 
a justifiable profit and be his own 
master for the first time in his busi- 
ness career.” 

The editorial chairman of Ameri- 
can Lumberman continued around 
the world from Australia, arriving 
home in September. His first state- 
side workshop of the season is under- 
way now in Miami Beach, Fla. 

Dealer reaction. Timber merchants 
who attended the Canberra workshop 
expressed great enthusiasm about it. 

“I realize now that the timber in- 
dustry must change its methods of 
trading from the present day. Our 
company will be able to implement 
these new ideas without too much 
trouble,” said dealer Ian James of 
New South Wales. 

His countryman Fred Thatcher 
agreed. “I went back to my business 
with a wealth of information. Frank- 
ly, I started on Monday with doubts 


ART HOOD MANAGEMENT WORKSHOP at Broadbeach in Australia. There were 93 
dealers who represented a combined sales volume of $100 million dollars. Main em- 


phasis was ‘‘Dealer Sales Control.” 


34 


in my mind about the workshop. But 
today I feel that what has _ been 
learned will be of great value to Aus- 
tralian merchants.” 

Eric Saunders of Western Austra- 
lia said: “I never expected that it 
would be possible to obtain so much 
useful information and data which 
will be tremendously helpful to us as 
individuals and the timber industry as 
a whole.” 

“Absolutely fantastic, the most 
thorough conference I have ever at- 
tended,” was the appraisal of the 
workshops by Jack Risby, dealer 
from Tasmania. 

Harold Taaffe of New South Wales 
said it was a revelation to him. “It 
has opened up an entirely new field 
of business I never realized existed.” 

“This industry will be perpetually 
in Art Hood’s debt for the job he has 
done here,” said Frank Kraegen, 
manager of the Associated Country 
Sawmillers of New South Wales. 

Tom Donacher of Victoria de- 
scribed the workshop, with its em- 
phasis on Dealer Sales Control, as the 
“most outstanding thing that has hap- 
pened in my business career.” 

The Australian workshops were 
nothing less than “revolutionary and 
a shot in the arm,” according to 
Ralph Bower, dealer from Western 
Australia. “Hood completely cleared 
away the veil of uncertainty around 


CON LEMBKE, (left) editor of Australian 
Timber Journal, and sponsor of the 
Workshop, discusses DSC with Art Hood. 
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costs in our industry—an excellent 
achievement,” Bower said. 

Timber merchant Colin Day said 
that at least 75% of the business 
ideas presented by Art Hood are ap- 
plicable in Australia. 

Editor Lembke wrote that in his 
opinion the dealers who attended the 
management workshops had the op- 
portunity to advance their thinking at 
least five to ten years. “No mean ef- 
fort from one week’s solid work at a 
workshop,” he commented. 


Community Argues About 
White Speck Lumber 


RIVERSIDE, CALIF.—The “white 
speck” lumber controversy has 
reached down to community level. It 
is now a hot issue in this Southern 
California area, with varying view- 
points from county building people. 

The county building department 
reportedly disapproves of lumber with 
white speck. But recent influx of 
lumber with white speck, and differ- 
ing attitudes about it from building 
officials, has resulted in new interest 


among the building industry here on 
the subject, according to the River- 
side Daily Press. 

One county building inspector, 
Charles Bixel, allows virtually no 
white speck lumber. But Cecil Nor- 
ris, the building supervisor of River- 
side, allows white speck lumber if it 
hasn’t been unduly weakened by the 
rot. “We allow it providing the timber 
is solid,” he said. 

The Uniform Building Code does 
not mention white speck. 

Norris said that as long as it is al- 
lowed for certain purposes by the ap- 
proved grading agencies, it should not 
be outlawed altogether. 

This was also the position of F. W. 
Davidson, manager of Dill Lumber 
Co., Arlington, Calif., who upheld the 
lumber in a letter to the County 
Board of Supervisors. 

White speck occurs in fir. Some- 
times it is merely a discoloration, but 
at other times leaves pocks or deteri- 
oration. The degree of white speck to 
be allowed in plywood has been a 
controversial subject for years, within 
the trade. 


JAYNE MANSFIELD SELLS PANELING— 
According to Industrial Plywood Co., 
Miss Mansfield of Hollywood has stepped 
forward in a new role of typifying an 
American housewife. She's part of an 
ad campaign for Ply-Gems prefinished 
hardwood panels. The panels are in 
back of Miss Mansfield, above. 





Wood Promotion Hailed by Hoo-Hoos; 
Scott Named Snark of the Universe 


DuLuTH, MINN.—A call for in- 
tensified wood promotion was issued 
to the lumber industry by the 68th 
annual convention of Hoo-Hoo, meet- 
ing here during mid-September. The 
400 delegates present were urged to 
take back to their local Hoo-Hoo 
clubs the goal of making each a nu- 
cleus of wood promotion activity. 

“The real battle faced by lumber 
today is against competitive materials,” 
said J. Ward Allen, president of the 
National-American Wholesale Lumber 
Association. “We as Hoo-Hoos must 
prepare ourselves to promote and sell 
lumber as never before.” 

Another speaker, Mortimer Doyle, 
executive vice president of the Na- 
tional Lumber Manufacturers Associa- 
tion, hailed “a new concept of selling 
in the lumber industry”. 

“Hoo-Hoo can make huge contri- 
butions to broadening wood’s markets 
through the local Hoo-Hoo clubs,” he 
said. 

Canadian elected. The 400 conven- 
tion delegates elected R. W. “Dick” 
Scott, Vancouver, B. C. as the new 
Snark of the Universe, top office of the 
organization. Scott is associated with 
P. H. Barnett & Co., Ltd., wholesale 
lumber firm. He has been active in 
Hoo-Hoo membership work in Canada 
where there are now nearly 1,000 mem- 
bers. 

The delegates authorized a member- 
ship campaign to be held by all Hoo- 
Hoo clubs during October and Novem- 
ber. Like the convention itself, the 
theme of the membership drive is wood 


promotion. 

“All lumbermen everywhere are be- 
ing invited to join with us, adding 
their influence to our efforts in selling 
the merits of wood,” Snark Scott said. 

Hoo-Hoo delegates were divided in 
their opinion of Gallagher’s message, 
calling for a re-thinking of Hoo Hoo’s 
purpose. 

“Good food for thought; deserves 
consideration,” seemed to be the gen- 
eral reaction to it. 


Gallagher Urges Return 
to Fun-Making 


DULUTH, MINN.—The Hoo-Hoo, 
fraternal order of lumbermen, was a 
creation of the wit of man, well de- 
vised and surely established. But it has 
been corrupted, says R. E. Gallagher, 
Snark of the Universe for the Hoo- 
Hoo. 

“The corruptions of Hoo-Hoo are 
not moral ones but rather adultera- 
tions and alterations,” Gallagher told 
the 68th annual convention here 
last month. 

Recent corruptions include the 
group’s youth program, safe driving 
program and the wood promotion 
program, the Snark charged. These 
programs are admirable in them- 
selves, but they are _ inconsistent 
with the original aim of Hoo-Hoo, 
which was that the “convening spirit 
of the lumber industry might be as- 
suaged in one grand carnival.” 

The Hoo-Hoo should either be 
strictly a fun-making group, or else 
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should switch over entirely to a seri- 
ous organization with serious pur- 
poses and programs, he said. 

“I believe that Hoo-Hoo must 
make vastly radical, sweeping chang- 
es in its structure. I believe that Hoo- 
Hoo must immediately return to its 
original state of being a social, fun- 
making, industrial fraternity forego- 
ing all of its worthy projects and 
campaigns,” Gallagher said. 

If it returns to its original purpose, 
the Snark predicted, membership 
would double or triple in a very short 
time. 

“As a purely social group we 
could truly emphasize our rituals, our 
symbolism, our unusual names,” he 
explained. “We could adopt some 
praiseworthy charitable project if we 
wished and really enter into the spirit 
of being a social organization. We 
could re-activate the Osirian Cloister 
to honor our outstanding members; 
we could even have clubhouses. 

“We would be the revelry portion 
of every lumber convention with our 
high jinks, stag shows and mummery. 

“We could parade on the Fourth of 
July, console the widows of our de- 
parted brethren, plant trees on Arbor 
Day. We could help our brothers find 
jobs, recognize each other with secret 
handclasps and annually have con- 
ventions of unequalled hilarity. 

The alternative is to make Hoo- 
Hoo entirely a serious organization, 
commiting itself wholly and unselfish- 
ly to uniting the lumber industry and 
abandoning its fraternalism, ritualism 
and frivolity. 

The Hoo-Hoo could achieve success 
in either of these purposes, Gallagher 
said. But, in his opinion, it can’t do 
both at the same time. 
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Guess which dealer can make the most 
‘money selling DAP 


HAE 


You make full profits with the full DAP line! 


DAP sends pre-sold prospects into your store with the 
biggest national advertising job in the business! Make 
sure those prospects can find all the DAP products they 
want to buy! Start by stocking DAP caulking and 
glazing compounds! Then add DAP Kwik-Seal,® Rope 
Caulk, Black-Tite, new DAP Spackling and other 
DAP products needed for scores of home maintenance 
and repair jobs. You'll make full profits when you stock 
and sell the ful/ DAP line! 


Write today for 
catalog and 
details of dealer 


program 


DAP 


Call your DAP wholesaler. Ask him to show you the 
complete DAP catalog of top-quality products. Get 
details about the big DAP advertising and promotion 
program and the special store selling helps that can put 
a real push behind your DAP sales. Do it today. 


DICKS-ARMSTRONG-PONTIUS, Inc. * Dayton 31, Ohio 


Factories in: Dayton, Ohio « Alexandria, Virginia * Chicago, 
iNinois * Dallas, Texas * Decatur, Georgia * Melrose, Massa- 
chusetts * Richmond, California * Tampa, Florida * Xenia, Ohio 


Nationally advertised to millions in: 


The Saturday Evening Post * Mechanix Illustrated 
Popular Mechanics * Sunset * The Family Handyman 
Home Maintenance & Improvement 
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how to give roo 


s that LUXURY look 


the easy, inexpensive way with 


= PlyWelsh 

Prefinished Panels 

are finished by the pat- 

we ented BRUCE pro- 

cess, more than /4 

times more durable 

than ordinary surface finishes. They come in 

10 style-setting decorator finishes. Your cus- 

tomers will appreciate their soft, rich, hand- 
rubbed look found only in fine furniture. 


PiyWeish “packaged” paneling 





\ 


‘ 
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Here’s a sure-fire hit with builders, 
contractors, remodelers, and even 
the Do-It-Yourself customer. The 
only complete prefinished paneling 
“package” on the market, PlyWelsh 
Panels come in 10 different decora- 
tor finishes with prefinished mold- 
ing in 7 designs, matching “panel 
stretchers” to solve high ceiling 
problems, matching Putty Sticks to 
hide nail holes, and PlyWelsh match 
stains for built-ins. This means— 
a more beautiful job at less cost! 


A paneling “Package"’ that guarantees 
related item sales! 
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fs +4 . 


' 
\ Fa * er 
od xab, 
a % 
> a ~ 
J \ vA 


PlyWeilsh Antique Birch 


Prefinished Panels, matching “Panel Stretchers"’ (over counter) 


Prefinished Molding. COST: About $47.50 


PlyWelsh 
‘‘Panel Stretchers” 
eliminate the problem of 
high ceilings and offer 
limitless opportunities for 
variation in wall decor and 
design. They’re prefinished 
to match the 10 different 
decorator panel finishes. 


PlyWelsh Prefinished 


and completely eliminates 
all messy and troublesome 
finishing on the job. 


Molding is carefully match- BA 
ed to each panel finish. It 
comes in 7 different designs ” 


The complete paneling ‘‘package”’ 
Everything prefinished — everything matches! 


PlyWelsh Matching Putty 
Sticks make nail holes 
disappear because they are 
accurately factory-matched 
to each panel finish. No 
fuss, no bother on the job. 


FINISHED WITH BRUCE PATENTED PROCESS. 


OUTLASTS SURFACE FINISHES 14 TIMES! 


PlyWelsh Match Stains 

complete the “Package” 

picture. There’s a PlyWelsh 

stain or finish to match each 

of the 10 PlyWelsh Prefinished Panel fin- 
ishes for built-ins and accessory wood- 
work—no tedious and time consuming 
mixing to get a perfect match. 


The PlyWeish Planning 

Kit— smart merchandising at 

its best! Here's a brochure for 

your customers with scaled 

panels, scaled wall layout, and easy-to- 
follow instructions that lets them select the 
finish and accurately estimate material in 
their own home. They sell themselves! 


Write for the name of your nearest distributor Manufactured exclusively by 


the Welsh Plywood Corporation, Memphis, Tennessee from genuine hardwoods 








that grows 
above ground 


The yellow gold has long 
been exhausted, but the 
“green gold”’ still flourishes 


—to provide the soft, mellow- 


textured saw logs that make 
Camino quality Ponderosa 
and Sugar Pine, California 
Douglas Fir and White Fir the 
choice of so many buyers. 
Camino quality starts with 
quality in the tree—and 
Michigan-California maintains 
it throughout all manufactur- 
ing operations. 


Order 


Camino quality every time. 


MICHIGAN-CALIFORNIA 
LUMBER CO. 
CAMINO, El Dorado County, 
CALIFORNIA 
Camino Quality 
SUGAR and PONDEROSA PINE 

and associated species ‘ 


ye 
 Pandoore. Frac Woodworh 
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MEN jn the news 


* Brammer Mfg. Co. of Davenport, 
Iowa, and Chicago, IIl., announces the 
appointment of Mack Johns as sales 
manager. He succeeds J. R. Greer, 
or has been promoted to director of 
sales. 


Roy C. Bolt Gordon S$. Hanson 


¢ Roy C. Bolt has been appointed 
vice-president of The American Hard- 
ware Corp., New Britain, Conn., and 
general manager of the Kwikset Div. 
in addition to his present duties as 
vice-president of the subsidiary, Kwik- 
set Sales and Service Co. 


* The Philip Carey Mfg. Co., Lock- 
land, Cincinnati, Ohio, announces the 
appointment of Gordon S. Hanson as 
general merchandising manager of 
building products. C. A. Walker has 
been named assistant to the general 
merchandising manager of building 
products and will concentrate on spe- 
cial sales promotions on Carey rock 
wool insulation, asbestos-cement sid- 
ings and Fire-Chex roofing shingles. 

In a move to decentralize sales man- 
agement responsibilities for its various 
corporate divisions, The Philip Carey 
Mfg. Co. also announces the appoint- 
ments of A. E. Binger, C. J. Bainum, 
J. W. Bartlett, W. E. Hess and Gordon 
Ellis as division vice-presidents for 
sales. 


* George C. Jennings has been named 
wire rope sales manager of The Colo- 
rado Fuel and Iron Corp. He will 
headquarter at the company’s Palmer, 
Mass., plant. 


* The Columbian Vise & Mfg. Co., 
Cleveland, Ohio, announces the elec- 
tion of H. F. Seymour, president since 
1945, as chairman of the board. Dan 
C. Swander, Jr., formerly executive 
vice-president, has been named presi- 
dent. 


* Raymond J. Mock has been named 
general manager of Airway Lumber 
Co., Dayton, Ohio. 


¢ Richard M. Wilkins has been named 
advertising and sales promotion man- 
ager and special sales representative of 
Diamond Lumber Co., Portland, Ore. 


« M. M. Wilson, vice-president in 
charge of sales of Baldwin-Ehret-Hill, 
Inc., Trenton, N. J., was elected pres- 
ident of the National Mineral Wool 
Association at its recent annual meet- 
ing in Absecon, N. J. 


Another Wage Increase 


CINCINNATI—Union carpenters here 
settled on a new contract which 
gives them a 30¢ package raise over 
the next two years. The contract 
calls for 15¢ hourly increase im- 
mediately, bringing hourly scale to 
$3.7242. On June Ist of next year 
the trade will receive another 15¢ 
hourly boost. 


¢ William Kurtz, Jr., executive vice- 
president of Independent Lumber 
Co., has announced that ground has 
been broken for a new 80x230’ 
warehouse for Wholesale Building 
Supply, Grand Junction, Colo., but 
construction will be delayed slightly 
by the steel strike. 


Lumber Salesmen to Meet 


Daas, TEX.—Memphis has been 
selected as the site for the 35th an- 
nual meeting of the National Asso- 
ciation of Lumber Salesmen, Inc., 
with headquarters at the Peabody Ho- 
tel. Dates are Feb. 25-27, 1960. 





Expansions and Mergers 





* Ajax Hardware Corp., manufactur- 
ers of builders’ hardware, has start- 
ed construction of its new plant in 
the City of Industry, Calif., occupy- 
ing a total of nine acres. Occupancy 
is slated for December. 


* Formation of a Swiss corporation 
as a wholly-owned subsidiary of the 
Armstrong Cork Co. has been an- 
nounced, to be known as Armstrong 
Cork International, S.A., with offices 
in Geneva. 


¢ Bestwall Gypsum Co., Ardmore, 
Penna., has dedicated a $5% mil- 
lion gypsum plant site at the Port 
of New Orleans, La. 


* A new Western Co. plant for 
Stanley Building Specialties will be 
located in the Bixby Industrial Cen- 
ter, City of Industry, Calif. A 5O0,- 
000 sq. ft. facility is planned initial- 
ly. 





~~ ‘ 


SOUTH’S NEWEST WALLBOARD plant 
has gas oven which automatically picks 
up printed board and bakes on “HSC” 
—Hard Sealed Color. Located in Atlanta, 
Ga., the plant makes Deka Corp. the 
South's leading producer of prefinished 
wallboard paneling. 
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Mortite Weatherstrip now comes in 
new eye-catching, speedier-turnover, 
faster-profit packages! 


Here it is . . . redesigned for more sales with Mortite . . . 
the new BARGAIN BOX! A real bargain-buy for your 
customers—the famous, nationally advertised ‘‘Fingertip 
Weatherstrip’’—90 feet of the finest weatherstrip 

money can buy. Enough for a full half-dozen windows 
and it sells for only $1.39 per box. 


DEALER PRICE—ONLY $11.12 

That’s list less 3314. Shipping wt. 25 Ibs. 

12 BARGAIN BOXES in each Dealer Carton. 
Newer, bigger profit. You sell for $16.68 
THAT'S $5.56 PROFIT FOR YOU! 


Completely new and created especially to step-up 
impulse purchasing—the all-new, individually 
packaged JUNIOR BOXES. 12 boxes in each 
Mortite Counter Display Unit. Attractive, 
self-selling, plenty in a box to weatherstrip any ; : 
average window—and at only 29¢ each retail, . sy 

they'll go like wildfire. ey: SS BF m BARGAIN BOX 
YOUR COST—ONLY $9.28 te latea ays 
List less 33% of course. Shipping Carton contains 

48 Individual JUNIOR BOXES packed 12 

boxes to a Counter Display. Shipping wt. 16 lbs. 

Order by Cartons of 48 only. You sell at 29¢ 

for a total of $13.92 AND THAT'S $4.64 JUNIOR BOXES 

PROFIT TO You! Stock No. JR-48 


WHAT’S NEW WITH YOUR 
| MONEY-MAKING FRIENDS 


— MOM: roamecex: 


Foamflex doorstrip now 
comes in a new improved design that's _ 
more efficient than ever! 


Notice the exclusive, new “Offset” feature : 
It adds new security—presses against the door * 
stop for the most perfect, airtight seal you’ve ever i 
seen. New wrap-around label tells and sells. 

Simple instructions in every FOAMFLEX 

package give easy, step-by-step information. 

Anyone can weatherstrip a door in 10 minutes! 


RETAILS FOR $2.29 

Your customer gets everything he needs to 
weatherstrip a door—even the nails. You get a 
handsome 12-Unit self-selling, Display Carton 
that takes only inches of floor space. YOUR 
COST, $18.32... YOU SELL FOR $27.48 
AND YOUR PROFIT IS... $9.16 














For complete information and 
name of nearest jobber, write to 


Remember ... you can DOUBLE-SELL!... Every purchaser of 
one Mortell Product can be sold the other by simply calling it to 
his attention. 


506 Burch St., Kankakee, Illinois 


MORTELL WEATHERSTRIPPING .... NATIONALLY ADVERTISED 
FOR OVER 18 YEARS! 


October 12, 1959, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 27 on Handy Cover Card 














PALC @o- your 


prime source for 
Architectural Quality 











This ready reserve “cold deck’’ of finest quality 

redwood assures constant mill supply regardless of 

forest weather conditions. Dependability, plus 

skilled workmanship and the most modern equipment 

have, for 90 years, made PALCO REDWOOD the pacts se mate Raggy = 


. ’ . : million board feet. Inven- 
industry’s standard of quality comparsion. tory: 100 million board 


feet — self - perpetuating 
Better buy PALCO—there’s no better buy than the best timber reserves. 


THE DAC! FIC LUMBER COMPANY 


Mills at Scotia, Eureka, and Elk, California 
100 BUSH ST., SAN FRANCISCO 4 + 35 E. WACKER DRIVE, CHICAGO 1 
2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF. 


909 


MEMBER Oo F CALIFORNIA REDBWOO ‘D ASSOCIATION 
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NEW 


BURROUGHS 


F-5O000O 
Ei1RST 
Ur. 


AUToMalic 
ACCOUNTING 
MACHINE 
WIT EL 
IW YAN 





Now dual printing is combined with fully automatic 
accounting! With Burroughs new smartly styled F-5000 
Dual Printing Accounting Machine, there are no extra 
operator decisions to make and no extra keys to punch. 
The machine prints identical figures—simultaneously 
—on two original records. Balances are automatic 
without key depression. And you get far greater 
flexibility to help you handle more accounting jobs 
faster. Here’s why: 


NEW SPEED: Faster printing time speeds machine 
operation, which is 100% automatic. 33-1/3% reduc- 


Burroughs 
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NEW 


BURROUGHS 


F-50000 
EiRST 


mks’ fot oe 


AvUToMalic 
ACCOUNTING 
MACHINE 
WIC EL 


[IWAN 
PRINTING 


tion of posting cycle shrinks work time considerably. 
NEW FLEXIBILITY: Dual printing is applicable to a 
wide range of jobs. Programming capacity is increased 
up to 100%. Memory capacity is fully utilized. 


Weigh these merits, together with the F-5000’s key- 
board input and 252 digit memory, against your 
accounting iobs—-payables, receivables, payroll, ledger 
statement with distribution, and utility billing, to name 
just a few. For full details just phone our nearby branch 
office. Or write to Burroughs Corporation, Burroughs 
Division, Detroit 32, Michigan. Burroughs—TM 


Burroughs Corporation 
“NEW DIMENSIONS /| in electronics and data processing systems” 
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MEET 
»> Mrs. AMERICA of 1960 
[Eee esores 


ae meet te 


GEE LUMBER & HARDWARE used news- 
paper ad to tell customers about Mrs. 
America's forthcoming visit at both its 
metropolitan Chicago and suburban Rich- 
ton Park yards. 


J-M PRESIDENT and chairman of the 
board A. R. Fisher greets Mrs. Margaret 
Priebe of Des Moines, lowa, the nation's 
new Mrs. America. 


Mrs. America Works for J-M Dealers 


New York—Mrs. Margaret Prie- 
be, the new Mrs. America, is using 
her homemaking know-how to win 
more remodeling sales for you. She 
now is visiting lumberyards to tell 
your customers how they can install 
a beautiful tile floor, add an acousti- 
cal ceiling or insulate an attic in just 
a few easy hours with Johns-Man- 
ville products. 

In her role as the “nation’s no. 1 
homemaker,” she’s giving impetus to 
J-M’s big Fall Fix-Up Festival.. A 


hard-hitting sales-making program, it 
is designed to channel a larger share 
of the homeowners’ dollars into 
building materials for home improve- 
ments. 

One of Mrs. America’s first stops 
was at Gee’s famous metropolitan 
yard located in Chicago’s busy south 
side. “In addition to a regular crowd 
of about 1,000 customers at the time 
she arrived, some 200 more home- 
makers were waiting to see and to 
talk to her about making home im- 


provements,” says President Jim Gee. 
She also visited Gee’s new suburban 
Sauk Trail yard in Richton Park, IIl., 
where she was greeted by still another 
large crowd of homemakers seeking 
her advice. 

Mrs. Priebe is the mother of four 
little Priebes and does all of her own 
housework. She won her coveted title 
in competition with 250,000 women. 

For further details regarding a visit 
by Mrs. America to your yard or to 
a model home show, write to Johns- 
Manville Corp., 22 E. 40th at Madi- 
son Ave., New York 16. Lumber 
dealers in attendance at the NRLDA 
Exposition in Cleveland, Ohio, Nov. 
14-17 will have an opportunity to see 
and to talk to her in person at J- 
M’s booth No. 602. 


World-Wide Housing Boom 


CuicaGco—Home building is at a 
high pitch in almost every country in 
the world, but the need outstrips pres- 
ent production, according the Art 
Hood, editorial chairman of Ameri- 
can Lumberman. 

Hood based his comment on his 
around-the-world trip just concluded. 
He visited 28 countries. 

“I’m convinced that there will be 
a world-wide boom in building ma- 
terials for at least a decade,” Hood 
said. 


What 86th Congress Did of Interest to Lumber Dealers 


BY HUGH L. MORRIS 
WASHINGTON, D. C. 


URING its first session, the 86th Congress labored long 
and produced 10 bills of specific interest to retail lumber 
and building products dealers. 

The lawmakers carried over to next year three bills which 
probably will be passed, three which will not be passed and 
three which can be labeled only with big question marks. 

It was the longest session in eight years. In the final 
analysis, the Congress passed a number of important bills, 
but in the opinion of the National Retail Lumber Dealers 
Association “will probably not go down in history as one of 
the most productive sessions.” 

The labor reform bill and the housing bill were the two 
most important measures of special interest to retail lumber- 
men. 

On the 1960 horizon can be seen more to come: extension 
of wage-hour laws; social security benefits; housing pro- 
grams and other vote-getting issues. 

The record. There were three housing bills, with the issue 
tossed back and forth from the first to the last days of the 
session. The final one was signed, but will require another 
next year to keep FHA and other programs alive. 

Here is the story on other bills of interest to lumbermen: 
* Taxation of cooperatives. Public hearings are scheduled 
to start Nov. 16th by the House Ways and Means Commit- 
tee on a general tax bill for 1960. This will include coopera- 
tives. 

* State taxation of interstate commerce. A new law pro- 
hibits taxation of income if the only business of an out-of- 
state firm is solicitation of orders to be filled outside the state. 
* Wood labeling bill. A measure to require labeling of dec- 
orative hardwoods and imitations was aired in public hear- 
ings but met such opposition that it probably will not be 


passed. ’ 

* Retirement program for self-employed persons. This tax- 
relief bill is a toss-up for next year. 

¢ Antitrust bills. Little change is given two of these bills. 
One would prohibit mergers without notice to the govern- 
ment, and the other would limit price cuts to meet “good 
faith” competition. 

* Tax liens. Bills introduced late in the session, and standing 
a good chance of approval next year, would require public 
notice of tax liens before they are valid against mechanics 
liens. 

* Interest rates. The allowable interest rate on savings bonds 
was increased from 34% to 44% %, but Congress refused 
to raise the 444% limit on government securities of over 
five years. 

* Gas tax increase. The federal gasoline tax was increased 
by one cent a gallon for 21 months to finance new highway 
construction. 

* Small business loans. Three bills gave the Small Business 
Administration new loan authority, exempted small business 
investment companies from the personal holding company 
tax, and allowed husbands and wives in community property 
states to be counted as one shareowner for small business 
corporation purposes. 

* Social Security benefits. Hearings were held and left in 
doubt the fate of bills to increase social security benefits by 
providing hospital and medical allowances. 

* Real Estate loans. National banks got authority to increase 
real estate loans from 66% to 75 per cent of property value. 
* Discounts. A bill with questionable future was introduced 
to require manufacturers to grant functional discounts and 
to prohibit discounts for large volume purchases by retail 
and industrial customers. 

* Taxes. Corporate and excise taxes were extended to July 
1, 1960, at their existing levels. 
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FEATURE QUALITY AT LESS COST 





tapered track 


plus full five year guarantee 


One nudge—and the Berry sectional is up and over... . 
thanks to the tapered track with adjustable roller 
brackets. Here is the quality feature found only on 
much higher priced doors—and one that helps sell 
prospects. It means easy opening, easy closing— 
without friction or wear. And always a snug, tight fit. 
Pre-assembled track mounting brackets make installa- 
tion a cinch, too. 

Check the dozen other exclusives and know why Berry 
sells more residential garage doors than any other 
manufacturer. And remember—only Berry protects you 
with a full five year guarantee. One-piece or sectional 
models. Window lites and trim optional. See your 
distributor or write: Berry Door Corp., 2400 E. Lincoln, 
Birmingham, Michigan. In Canada: Berry Door Co., 
Ltd., Wingham, Ontario. 


Berry 


STEEL DOORS 
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If Steel Union Wins Inflation Will 
Spread Everywhere, J-M Expert Says 


New York—The steel strike isn’t 
happening in a vacuum. Wage agree- 
ments are also pending in a large 
number of other very important in- 
dustries—aluminum, lumber, paper, 
railroads, copper, meat packing, etc. 

That is the reason that it is of top- 
grade importance that the steel com- 
pany employers retain sufficient guts 
to resist extravagant labor demands, 
according to W. B. Bober, econo- 
mist for Johns-Manville Corp. 

Bober explained that inflation has 
two major facets: (1) monetary infla- 
tion, which comes through excessive 
credit extension to government, busi- 
ness and consumers and (2) cost- 
price or cost-push inflation which gets 
its major momentum from excessive 
demands by organized labor. 

“So far, as a rule, management 
has blithely passed on to the con- 
sumer the excessive demands of la- 
bor,” Bober said. “But that game is 
approaching its end.” 

He explained that the end must 
come because increased consumer 
prices can accelerate inflation beyond 
control. Also, automation can re- 
place labor and the continued in- 
flation is beginning to price Ameri- 
can goods out of the foreign market 
and even the domestic market. 

Bober is not optimistic that man- 
agement has the guts to resist la- 
bor’s demands. More than 95% of 
2,000 wage agreements during the 
first half of this year contained 
wage advances, he said. 

“For the moment the cost of liv- 
ing is held at a deceptive level of sta- 
bility by a decline in farm prices. 
But. practically all other costs are 
steadily rising. This threatens to flash 
automatic, escalator, cost-of-living in- 
creases for an enormous number 
of union workers,” Bober said. 

Even if the steel management holds 
its line, the economist said, you 
should make corporate and personal 


plans on the basis that the inflation- 
ary trend is NOT being halted. 
“Things may have to get MUCH 
worse before they get better,” he 
said. 

A ray of hope, Bober said, is auto- 
mation. Electronic devices can ex- 
pand the mass market by swallowing 
up increased labor-cost-per-unit-of- 
product in increased volume. 

“No matter what concessions you 


have to make money-wise to labor, do - 


not allow them to put up any fur- 
ther barriers to replacement of hu- 
man labor by machines and electron- 
ic devices,” Bober advised. In the 
building industry, this means the ra- 
pid growth of prefabrication at both 
manufacturer and dealer level. 


FENCE WEAVING—A Minneapolis firm 
has been granted exclusive rights to 
make and sell the V. L. Johnson auto- 
matic fence weaving machine shown 
above. It will wire weave various types 
of wood slat fencing, including snow, 
corn crib and ornamental fencing. It will 
handle up to 90 slats per minute, or a 
50’ roll of fencing every 2% minutes. 
For more data write Possis Machine 
Corp., 1645 Hennepin Ave., Dept. A.L., 
Minneapolis 3, Minn. 





Building Supply News Joins 
Boston Publishing Firm 


Boston, Mass.—Cahners  Publi- 
cations here and Industrial Publica- 
tions, Inc., Chicago, have merged, 
with headquarters to be in Boston. 

Industrial Publications Inc. pub- 
lishes Building Supply News, a na- 
tional magazine for building supply 
dealers; Practical Builder and other 
trade papers. 

The Cahners company publishes 
Modern Materials Handling, Metal- 
working and Materials Handling Man- 
ual. 

Maurice P. Driscoll, president of 
IPI, will retain that title. Building 
Supply News will continue to be pub- 
lished from Chicago, it was reported. 


Grossman Model Store 
In Yugoslavia Fair 


Quincy, Mass.—After a successful 
tenure at the recent trade fair in Poz- 
nan, Poland, the model hardware 
and building products store of Gross- 
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TEXAS DEALERS FAITHFUL TO LUMBER—The Lumbermen's Association of Texas settles 
down in their first permanent home in its 74-year history this month, shown above. 
Located in Austin, the new headquarters is the largest frame building built west of the 
Mississippi in 25 years. Over 99°, of the products used in the structure were grown, 
processed or manufactured in Texas. Structural timbers, framing and siding is Southern 
yellow pine. H. L. Richards of New Braundels was general buildng chairman. 
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man’s Building Materials Co. has 
been transferred to the Zagreb Inter- 
national Trade Fair in Yugoslavia. 

The New England retail firm also 
announced acquisition of its 25th 
branch. The new Grossman yard is 
in Belchertown, in the Western part 
of Massachusetts. 

Another innovation by the com- 
pany was a one-day sales training 
session just completed by 200 Gross- 
man employes. Art Hood, editorial 
chairman of American Lumberman, 
conducted the sales workshop. 





EDUCATED WHOLESALERS—tThe trio 
above just completed the Wholesale Ex- 
ecutive Management Course at the Grad- 
vate School of Business, Stanford Uni- 
versity, Palo Alto, Calif. Members of 
the National American Wholesale Lum- 
ber Association, they are (I. to r.) Harry 
C. Bleile, Arrowhead Lumber Co., San 
Bernardino, Calif.; W. Howard DeCew, 
DeCew Lumber Co., Ltd., Vancouver, 
B.C. and C. Dungan Gibson, Arrowhead 
Lumber Co. 
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NEW 8010 


Construction Level- 
Transit with fiber- 
glass carrying case 
and European-style 
tripod $99.50 retail 


Now you can offer the building trades a quality package of 
the finest level-transit, the finest carrying case and the finest 
type of tripod for the low price of $99.50! 


The 8010 level-transit features aluminum alloy construc- 
tion combining strength and light weight in the sturdy new 
standard and base. There’s a new aluminum horizontal circle 
for easier reading, and a new smooth finish for dirt resistance 
and easier cleaning. Rack-and-gear internal focusing with 
either hand, built-in sunshade, positive lever lock bar, un- 
matched David White 12-power optical system with sharp 
focus over the entire field at all distances are added features 
for greater precision, easier handling, longer service. 


Construction Level, with fiberglass The new, fiberglass carrying-case combines light weight 
carrying-case and new heavy white with shock resistance and gives perfect protection from jars, 
ash tripod $54.50 retail jj bumps, dust and water. The instrument fastens securely to 
the base with no pressure on the ’scope. 


NEW 8027 


NEW GORE TRIPOD The new tripod for the level-transit is more rugged and 





European style, wide-frame legs for a esligan ’ 
greater strength and stability sturdy with its European type wide frame. 


$19.95 retail , Here’s versatility that pays dividends in time and labor 
savings day after day. Stock and sell these new sales-winners 


DAVID 7 from David White. Write for catalog and dealer prices. 
| SBHITE INSTRUMENT COMPANY 


makers of fine optical equipment for over 60 years 
2051 North 19th Street, Miltwaukee 5S, Wisconsin 
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MASONITE SIDINGS 


Heavy Snows! Wintry blizzards can raise 
havoc, but not with the product used by our 
military forces as shelter against Alaskan and 
Aleutian storms. 


Give It the Hammer Test! 


Place a sample of Masonite 
siding on a hard flat surface. 
Hit it hard with a hammer. 
Prove to yourself how tough 
it really is. No other siding 
offers such resistance to 
knocks! 


Torrential Rains! Masonite® Tempered Presd- 
wood”, from which Masonite sidings are made, 
is used in boat construction, for sea walls and 
as hurricane shutters. 


25 Years Under Water! 


A piece of Masonite Presd- 
wood was put into a jar of 
water 25 years ago, and 
periodically inspected. It 
hasn’t rotted, decomposed 
or corroded. 
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Blazing Sun! Exterior use from Florida, Geor- Pounding Hail! From South Dakota comes a 


gia, across Texas and into Arizona has proved report of Masonite-siding jobs being unaffected 
outstanding performance in that area well- by hail stones “‘as big as baseballs” in a storm 
known for its hot summers. damaging 3300 homes. 





Adequately painted with linseed-oil-base house paint, 
Masonite siding will retain its original beauty indefi- 
nitely, resisting the ravages of weather. This remarkable 
weather-ability of Masonite sidings is the reason archi- 
tects and builders continue to choose it time and again. 
For more information, consult your Masonite represen- 
tative or write Masonite Corporation, Dept. AL-1012, 
Box 777, Chicago 90, Illinois. 





aon 
MASONITE 44°85» 


CORPORATION 


®Masonite Corporation—manufacturer of quality pane 


products for building and industry 
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Get everything you need in a single truckload; 
choose from 646 Quaker State metal building items! 


Now you can order a single mixed truckload of Quaker State metal building 
products. You can order any quantity you wish of as many items as you need; 
balance them in correct proportion to meet your own individual inventory re- 
quirements. And you can realize big savings when you order by the truckload. 

You save on warehouse space. You balance your inventory to match your 
turnover. And you buy for less! 

This new plan is possible because all 646 Quaker State metal building product 
items are manufactured and warehoused in a single location. Your complete 
order can be loaded at our plant in Lancaster, Pa., and dispatched to your ware- 
house .. . and you get fast service, too. 

Look over the list of Quaker State metal building products at right. Select only 
those you need, in the sizes you wish. And order your first mixed truckload now! 

This is your opportunity to sell the complete QSM Line . . . at an increased 
profit. Write for prices. 


The most complete line of Metal Building Products manufactured at one source 


QUAKER STATE METALS CO. ¢ LANCASTER, PA. 
Division of HOWE SOUND COMPANY 





PLAN YOUR OWN MIXED 
TRUCKLOAD FROM THIS LIST OF 
QSM METAL BUILDING PRODUCTS 


Aluminum Rain Carrying Products 
Galvanized Rain Carrying Products 
Aluminum Roll Valley and Flashing 
Galvanized Roll Valley and Flashing 
Aluminum Reflective Insulation and Vapor Barrier 
Copper Flashing and Vapor Barrier 
Aluminum Building Shapes and Roof Edging 
Galvanized Building Shapes and Roof Edging 
Aluminum Termite Shields and Accessories 
Galvanized Termite Shields and Accessories 
Aluminum Formed Roofing and Siding Sheets 
Aluminum Roll Roofing and Siding 
Aluminum Roofing and Siding Accessories 
Galvanized Footer Forms 
Aluminum Soffit Material 
Galvanized Wall Ties 
Aluminum Weatherboard Siding and Awning Stock 
Aluminum Utility Sheet 
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The demand for white portland cement is growing! 


| 3 evumseny WEP IE) f/ iL | 





Atlas W 
Portland sai 


Cement 
Non-Staining 


94 Ibs. net 





Stock and sell Atlas White... the non-staining, white portland cement that 
more builders, architects and manufacturers are specifying ... for precast concrete panels... 
terrazzo... stucco... faced concrete block ... split block... reflecting curbing and markers 
... Swimming pools ... reflecting floors ... cold-glazed wall finishes . . . non-staining masonry 
mortar... screen walls .. . and many white or colored concrete projects such as patios... 
benches .. . flagstones . . . sidewalks. Available in regular, air-entraining and waterproofed 
types. Complies with ASTM & Federal Specifications. Backed by a consistent advertising pro- 
gram in trade publications. For information, call the nearest Universal Atlas sales office — or 
write: Universal Atlas Cement, 100 Park Avenue, New York 17, N. Y. 


"USS" and "Atias”’ are registered trademarks 





Universal Atlas Cement 
Division of 
United States Steel 


WwG-) 


OFFICES: Albany Birmingham: Boston: Chicago+ Dayton+ Kansas City» Milwaukee+ Minneapolis * New York+ Philadelphia « Pittsburgh + St. Louls+ Waco 
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DEALER M. RALPH BAGNAL, JR. points 
out location of a lot in Grove Park de- 
velopment to agent for a wealthy client. 
Homes in this project run $23,000 to 
$35,000. 


Time-Tested Dealer Sales Control 


LAND DEVELOPMENT 


After 30 years experience, South Carolina dealer declares 
that land development is best way to control materials sales. 
Dealer works with a “backfield of builders” with lot sales 
to realtors, other builders and home prospects. Construction 
loans are made available, too. The whole family pushes 
“DSC”—Dealer Sales Control. 
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By M. Ralph Bagnal, Jr. 
Vice-President* 
Bagnal Builders Supply Co., Columbia, $.C. 


| ae and developing raw land 
and selling lots complete with 
packaged homes and landscaping is 
nothing new to our family’s building 
supply firm. 

As a dealer, my dad started doing 
this some 30 years ago—ever since 
I can remember his business activi- 
ties. And since World War II, dad, 
my brother-in-law, my brother and I 
have been very busy in these profita- 
ble activities. 

There may be other ways of Dealer 
Sales Control, but this is our choice 
without reservations! 

Since 1945 our Bagnal family has 
bought and developed land for three 
subdivisions and- we are just getting 
into a fourth big tract. So far we have 
pleased many old and new Columbia 
residents with over 300 “Bagnal Better- 
Built Homes.” 

Our construction crews handle all 
the carpentry, brickwork and paint- 
ing. We average 40 mechanics the 
year-around. We subcontract all elec- 
trical, plumbing, heating, air-condi- 
tioning, sheet metal and tile work. 

Lot-buying details. Initially, we re- 
tailed all the lots for sale with com- 


* Bagnal is also vice-president of the firm’s 
two residential, project subsidiary corpora- 
tions and president of the Carolina Lumber 
& Building Supply Association. 


. >, 


<*> 





pleted houses to home-hungry Colum- 
bia families. But we soon found 
that we could not effectively corner 
the market in this way to the satis- 
faction of the public and to our real 
estate and contractor customers. So 
now we sell lots to families who plan 
to live in homes built on them, 
whether we build their houses or 
whether they engage another con- 
tractor. We also sell lots to approved 
realtors and contractors on which to 
build inventory (or speculative) houses. 

Ordinarily we have tried to keep an 
inventory of 10 new houses ready 
for immediate buyers in our residen- 
tial developments. However, occa- 
sionally business is so good we don’t 
have any unsold houses before they 
are finished! 

And by finished we mean complete 
in every sense of the word—for the 
price range in which the residence 
falls. My brother, Thomas N. Bagnal, 
is construction superintendent as well 
as treasurer of our family firms. I look 
after project sales, community and in- 
dustry relations and do some buying. 
My brother-in-law, R. R. (Bob) Rigby 
Jr. is in charge of yard and store 
sales. He also is secretary of our cor- 
porations. Semi-retired, our dad ad- 
vises and gently holds the reins on 
all of us! 

Our first big land purchases—183 
acres in 1945—was developed into 
two suburban residential tracts that 
provided a total of 325 lots. First we 
built $8,900 to $12,500 homes in 
Druid Hills. Then across the highway 
we developed Grove Park, with “Bag- 
nal Better Built Homes” ranging in 
price from $23,000 to $35,000. 

As of June 1 only 20 lots remained 
in Grove Park, which has natural gas 
service. Druid Hills and Grove Park 


were bought, developed, and sold by 
the Trenholm Building Company. 
This family-owned and managed firm 
has the same officers as our Bagnal 
Builders Supply Company. It was 
named for a principal street in the 
development, Trenholm. 

In 1956 a similar family-held firm, 
Bagnal-Rigby, Inc., bought and de- 
veloped Skyview Terrace. This pine- 
shaded tract overlooking the new 
Columbia-Greenville super highway 
five miles from the capitol, contains 
166 lots. By June 1, 66 houses had 
been built and occupied in this subdi- 
vision. Bagnal built 22 of these and 
four other contractors each built 11. 
All five builders had five houses each 
under construction in June. 

All us Bagnals and Rigbys are 
happy over the way our sharing lots 
with other builders has worked out. 
We have not lost a single contractor 
customer whose business we prized 
and found profitable. However, the 
worst thing any developer can do is 
to put too many contractors in a sub- 
division at once. This results in deliv- 
ery traffic snarls and mix-ups on job 
orders; in pirating of labor; in irri- 
tation to prospective home buyers. 
And in costly price cutting. 

Makes construction loans. With a 
carefully selected “backfield of build- 
ers,” it’s possible to win the residen- 
tial game honorably and fairly for all 
involved. 

Our family’s resources permit us to 
make construction loans as well as 
to supply quality materials as needed. 

Originally, in 1956, we sold lots in 
Skyview Terrace for $950 each. Now 
they are bringing $1,500 because of 
increased cost of project utilities and 
investment capital. 

(continued on page 112) 





$25,000 HOUSE in Grove Park, developed by Trenholm Building Company, a firm owned and managed by the Bagnal family. 
This area is part of the firm's first big land purchase of 183 acres in 1945. 
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DEALER SALES CONTROL 


60 Major Packages a Year 
Sold by Small Town Yard 


4 
oo 
—— 
Se 
ee 
ae 


/ THROUGH PACKAGE SELLING 


More than half of big-ticket remodeling cus- 
tomers use drafting service of Illinois dealer. 


Sixty families living within a 30- 
mile radius of Bushnell, Ill., (pop., 
4,000) bought major home improve- 
ments during the past year from Neil 
Hummel Lumber Co. It was as easy 
as buying a TV set or an automo- 
bile because the lumber dealer as- 
sumed responsibility for the complet- 
ed job. 


Hummel’s home improvement serv- 
ice includes the following: 
* Drafting. 
* Help in selecting materials and 
brands. 
* Selection of contractor—either the 
yard’s Own crews or an indépendent 
contractor. 
* Financing. 
* Job satisfaction guaranteed by lum- 
beryard. 


* Availability of the yard’s shop fa- 
cilities to local contractors. 

A typical big-ticket remodeling job 
was the expansion of a 9-year-old 
home owned by Mr. and Mrs. John 
Norcross, as pictured below. 

The Norcross job consisted of a 
41’x14’ addition to the rear of their 
two-bedroom house. The addition 
contains family room, a third bed- 
room and a bath, plus an outside en- 
trance tool storage. A carport will be 
added later. The present job sold for 
approximately $4,500. 

Because of their own special abili- 
ties, the Norcross family is not using 
all parts of the lumberyard’s home 
improvement service. However, avail- 
ability of this service is resulting in 
the yard selling substantially all the 
materials. 


Norcross, an engineer with a local 
tool manufacturer, drew his own 
plans. Local contractor Dale Stam- 
baugh is doing the job for two rea- 
sons: he was low bidder on the job 
and he is Norcross’ brother-in-law. 
Financing was arranged with the lo- 
cal savings and loan association hold- 
ing the Norcross mortgage. 

Yet, even with these factors, Mr. 
and Mrs. Norcross came to the lum- 
beryard with their project still in the 
planning stage because of the yard’s 
reputation for know-how in avoiding 
pitfalls. 

“Without George Bertolino’s help, 
the addition would have been a lot 
harder to build,” commented young 
Mrs. Norcross. “We had a_ million 
questions. 

“Brand selection? We followed the 





Dealer's Add-a-Room Service In Action 


NEW WORK begins at point shown by Mrs. Norcross. 
This project added 616 square feet to nine-year-old, 


two-bedroom home. 


by dealer. 


PREFINISHED PANELS for family room are inspected by 
Mrs. Norcross and contractor. Brand selection is made 


ar] 
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PRODUCTS IN ACTION are features of the Neil Hummel Lumber 
Co. store. Display aids in brand specification on home improve- 
ment sales. 


lumberyard’s suggestions 100%,” she 
said. 
How DSC grew. “Packaged” home 
improvement selling service gives Neil 
Hummel Lumber a good measure of 
“DSC”—Dealer Sales Control. 
“We've been used to taking com- 
plete job responsibility,” manager 
Bertolino said. “Perhaps this is _be- 
cause we started out as a construc- 
tion company. We established the 
lumberyard 10 years ago. Our pres- 
(continued on page 110) en aD 2 eee 
HUMMEL’S have typical lumberyard found in farm towns. 
The owners do the selling. 


CONTRACTOR DALE STAMBAUGH and carpenter rush comple- VALUE-ADDING ADDITION to the Norcross home, Bushnell, 
tion of Norcross family room. All materials supplied by Hum- lll., resulted from “‘package’’ concept fostered locally by 
mel Lumber Co. lumberyard. 
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HIGHWAY LOCATION provides parking space for 45 cars and easy access from both town and farm area. 


One-Stop Building Center For 


PARKING LOT wae HE NEW Boise-Payette Building 
: + Center in Greeley, Colo., pictured 
JI? ~~ above, is one of four new stores and 
. ourooor BaR-B-Q | Home yards of this Western lineyard firm. 
ae og} el imme - o Similar centers have been built in 
J Idaho Falls and Rexburg, Idaho and 

Spokane, Wash. 
ee eee EE a Eh Designed under the direction of 


7001 S SUPPLIES STORME| 
HALL \/ Dave Dickover of the Boise-Payette 
CASHIER meinen firm, the 11,500 sq. ft. building util- 

[crc nan ized 8x25” laminated beams, 12’ o.c. 
LUMBER This offers a clear-span sales area. 
ELECTRICAL ner. With 3x6” double T&G cedar roof 


DISPLAY coi) 7 oT ae ) <s MANAGER'S : aaa “ext 
" | Saeh EES | [nowe| | socrs | — OFFICE decking, the building has 1” rigid as- 











HINGES 


SHORT 
LENGTHS S SHOVELS 
OF e 


PAINT 
vy BRUSHES 


phalt coating for insulation. There are 
four water cooling units on the roof. 
Cost of the structure was $71,- 
HER : 500. It contains 4,700 sq. ft. of sales 
’ area; 6,900 sq. ft. warehouse and 550 

sq. ft. for offices. 
Located at the south edge of town, 
an 8'4’-high solid front wall of plate 
WAREHOUSE glass windows offers a clear view of 
PW000, MOULDING, the sales floor from Highway 85. The 
CEMENT, PLASTER) natural light through the window wall 
ee is augmented by double fluorescent 
BS Oy tubes running parallel and spaced 
V midway between each of the 53’ in- 

OVERHEAD DOOR 





WALL DISPLAY 








‘ 


sOlL4 1O WANS 
CWRAP BENCH AND SCALE 


ec 


DEALER SALES CONTROL terior ceiling beams. 
(See page 5) Fixtures were fabricated locally 


from a Boise-Cascade design. They 
72. provide self-service for cabinet hard- 
r my ware, electrical and plumbing sup- 
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STORE FEATURES HARDWARE, tools, paint, electrical and plumbing—many new lines were 
added to build traffic for the Building Center. 


Major Lineyard Firm 


LAMINATED BEAMS (8x25”) project be- 


plies, power tools and _ gardening yond building to furnish canopy over 
equipment. A 60’ wall display, to the sidewalk. 
rear of the sales floor, features paint 
and additional tool displays. 
A 99¢ bargain unit, piled high with 
hardware items, is located next to the 
cashier’s stand in the middle of the 
sales floor. 
New departments were added to 
step up store traffic. These include 
garden tools, fertilizer and household 
cleaning supplies, plumbing and elec- 
trical equipment and plumbing fix- 
tures. 
“In order to pull traffic through 
our sales floor, we have placed our 
home planner, manager, bookkeeping 
and dispatcher’s offices at the furthest 
corner,” said manager R. C. “Rube” 
Mayer. “With the addition to new 
product lines we feel the store can 
serve as a complete one-stop service _— 
for the home and farm trade.” = 
The dispatcher’s office is located so - V 4 
the customer can arrange for delivery —= 
while he is still on the sales floor. 
At present, two salesmen and the 
cashier handle store sales. Being in a 
farm trade area the store will remain 


open all day Saturdays. 
Parking space in front of the store DOUBLE-TREE LUMBERSHED is to the rear of new store. ‘‘Trees”’ are each 12’ wide, 


provides for 45 cars. Overall yard set on a concrete foundation 6” above finish grade. Bottom three arms are 3x8s 
is 212’x400’. with 30” clearance. Top arm is a 3x12 with 7%” clearance. 
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BEST 
SELLERS 


FROM 3M 


No. 370 Deal—“Production” and “Imperial” Flint assortment. 
Includes cabinet and grit assortment pictured at the right. 
Costs you $32.76, nets you $28.74 profit! 


No. 375 Deal—“Production” and “Wetordry” Tri-M-ite Assort- 
ment with cabinet: $32.12 profit! 


No. 380 Deal—3M Garnet and “Imperial” Flint Assortment with 
cabinet: $25.60 profit! 


No. 385 Deal—3M “Imperial” Flint and “Crystal Bay” Emery 
Cloth Assortment with cabinet: $23.76 profit! 


No. 390 Deal—3M “Imperial” Flint Assortment with cabinet: 
$21.85 profit! 


October 12, 1959, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





oa = 
L LEE >\, ns 


) SANDPAPER N FW 
Serr me tor 
Faster, Easier, Sanding! 


CABINET DESIGN! 


Handsome wood cabinet takes less than a square 
foot of counter space. In actual store use, it’s proved 
the best sandpaper merchandiser ever designed. 
Now, new simplified grit and price markings make 
self-service easier than ever. Cabinet sparks impulse 
buying, boosts sales up to 25%! 


OPEN COAT 


PRODUCTION PAPER fmcay 
FINE 


PRODUCTION PAPER 10 
" MEDIUM 


SANDPAPER ASSORTMENTS! 


OPEN COAT 


PRODUCTION PAPER 50 Two new grit assortments, added to 3M’s proved 
COARSE 


best-sellers, give you a wider, better stock selection 
to handle the needs of do-it-yourself enthusiasts, 
handymen, carpenters and contractors! 


NEW 


BIGGER PROFITS! 


New retail prices mean increased profits for you 
from any of these five deals! 


1 Shana ANT RETR 





Be ready for the late Fall and Winter selling 
seasons...order your sandpaper assortments 
now from your 3M Distributor or Salesman! 


**PROOUCTION’’, ‘*IMPERIAL’’, ‘“WETORORY*’, ‘*TRI-M-ITE*’, 

AND "'CRYSTAL BAY’’ ARE REGISTERED TRADEMARKS OF THE 9m 

COMPANY, ST. PAUL 6, MINN, EXPORT: 99 PARK AVE., NEW 
YORK 16, CANADA: LONDON, ONTARIO 


TENA 3M IMPERIAL FLINT PAPER Bix Mimnesora (3M ) 
Mining ano 


COARSE 
Manvracrurine company 


- WHERE RESEARCH IS THE KEY TO TOMORROW 
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ANNOUNCEMENT FOLDER for new Chelmont Center store of 
Lander Lumber promoted one-stop policy. List of product lines 
was on back page of folder, not reproduced. Cartoons in 
folder showed how dealer will eventually circle El Paso (Tex.) 
with suburban branch stores. 





50 YEARS O1D- 





this is the big yeer of LANDERS GOLDEN JUBILEE 
when ANDY from LANDER ennounces his first big — — -— — 
move to the suburbs. | 

LANDERS - CHELMONT - SUBURBAN 





New Lumber Store in Shopping Center 


Big surprise: 85°/, of branch store customers are new faces. 
Instead of the main yard falling off in sales, it has picked 
up 20%, since opening of branch. 


HE CHELMONT Shopping Cen- 

ter Store of Lander’s Lumber Co., 
El Paso, Tex., was in the thinkin~ 
stage and on the drafting table five 
years before it materialized. 

The building was designed by 
George Staten, Jr., son of the firm’s 
president. He is a registered archi- 
tect and manager of the new retail 
store. 

Builder Robert McKee erected the 
structure at a cost of $93,000. Lan- 
der Lumber has a 15 year lease. Mc- 
Kee built the entire Chelmont Center. 

“We were somewhat disappointed 
on our opening,” said Staten. “Dur- 
ing the first 10 days we had only 12,- 
000 people in and out.” A much 
larger crowd was anticipated. 


But there was a pleasant aspect of 
the grand opening. “People just didn’t 
come to look. Those who came were 
buyers. I’d estimate that less than 
15% of them were idle curiosity 
seekers,” Staten said. 

New faces. In opening this store, 
the Statens had looked forward to the 
new outlet robbing their long estab- 
lished main yard. It was thought that 
the suburban store, due to its physi- 
cal characteristics would entice the 
firm’s regular customers. The new 
store is a mile from the main plant. 

“Strangely enough,” Staten said, 
“85% of our branch store customers 
are new faces. Instead of our main 
yard showing a decrease, it has picked 
up 20%.” 


WOOD LAMINATED BEAMS provide dramatic architectural treatment to Lander Lum- 


ber store. Inventory in store is $65,000. 
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There has been even a greater sur- 
prise. The Statens went to elaborate 
ends to set up every type of credit 
plan. These include 30, 60 and 90- 
day accounts; open accounts; revoly- 
ing credit and installment plans. 

“We have our credit setup tied in 
with our main yard, with the regular 
credit manager handling all credit ap- 
plications by a direct wire from the 
branch store,” explained Staten. 
“Considering that we are operating 
in a charge-account economy, we 
were surprised that fully 80% of our 
suburban store sales are for cash.” 

The Chelmont store, with eight full- 
time employes, is doing between $800 
and $1,000 store sales daily. 

During the first month of opera- 
tion, short lumber lengths at the 
branch had a 4-time inventory turn, 
which brings up another phase of 
branch retailing. No provision was 
made to warehouse enough merchan- 
dise to back up any promotions. 

There is no inventory ‘control, other 
than consulting the shelves, bins or 
floor displays. 

Set up to invite and encourage 
semi self-service, sales tickets are not 
written on cash sales. 

Each employe has a section to main- 
tain. It is his responsibility to see that 
the shelves are kept filled. 

As some of the suburban store 
merchandise is not handled at the 
main yard, local wholesalers are 
forced to accept some of the ware- 
housing function. 

“We are figuring on building in the 
rear for storage and warehousing,” 
Staten said. 

Build-up. The shopping center store 
opened to a flood of publicity and ad- 
vertising. George Jr. is partial to tele- 
vision and radio. “We found, how- 
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ever, that personal taste led us astray. 
Newspaper advertising, without ques- 
tion, gives us the best results,” he 
reported. 

“We are really surprised at what 
people will cart home by them- 
selves,” Staten said. “They can get 
more in their car trunk compartments 
than we can pile on a truck! This is 
a cash-and-carry era. There’s no mis- 
take about it.” 


PAINT, WALLPAPER section with glass department in corner. 
Paint sales have been above expectations. 


CASHIER COUNTER provides fast service for pickup customers, 
including housewife trade from the shopping center. House- 
wares and similar special lines were included in store to at- 
tract women. Cash register slips are coded for various store 
product departments. 


CREDIT SERVICE COUNTER at new suburban store helps to sell 
FHA Title 1 financing, regular open accounts and 30-60-90 
day accounts. Orders for big-ticket deliveries are filled from 
main yard. Despite credit facilities, some 80% of business in 





branch is for cash. 
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FORTEX Cement Pails 
are 10 to 1 favorites 
with CONTRACTORS 


You'll never have to run a truck over a FORTEX pail to convince 
a customer of its quality. The minute they see the heavy-duty 
reinforced, molded one-piece rubber-fiber construction... 
they're sold! Imagine! offering a contractor a competitively 
priced pail that is practically indestructible! Fast-selling 
FORTEX pails resist acids, cement, plaster, paint, almost 
everything .. . they are gradu- 

ated for easy measuring... It's 

the all-purpose contractors’ pail 

that masters every job! 


Nationally advertised. 





A full line of FORTEX pails are 
available in standard sizes: 10, 
12, 18 quart. 


Contact your distributor or 
write. 





Reinforced molded rubber- fiber pails for every purpose 


FORTEX INDUSTRIES, INC. 


44 Whitehall Street, New York 4, N.Y. 
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FARM SILOS are used for aggregate 
storage by lowa dealer. Cement storage 
silo, left, has 850-bbl. capacity. Track 
siding minimizes handling costs. 


BASEMENT JOBS create sales for entire home package. Forms amortize themselves 
in 35-40 jobs. Heated concrete keeps crews busy all the year, opens up a winter 


market among farmers. 


Year-Around Profit-Builder 
For Rural Dealer 


lowa lumberyard sells 35°, of volume in concrete, plywood 
forms and allied materials by furnishing everything for the 
job—house basements to bridges. 


HEN Wahl-Dee Inc., expanded 

into the ready-mix concrete 
business in 1954 it looked like a 
$120,000 gamble. Within two years, 
the Victor (pop. 741), Iowa, firm was 
raking in the chips from the profita- 
ble concrete form market. 

In the past five years, the firm’s 
concrete and allied hard materials 
products have grown to about 35% 
of its volume, lumber for about 60%. 

“After about two years in the bus- 
iness we were getting about 10% of 
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the gravy,” says Bud Wahl. “So in 
1957 we bought 1600 sq. ft. of 
forms. Today they’re the backbone of 
our hard materials business. 

The investment in forms was $3,- 
700 and this can be written off in 35 
to 40 jobs. 

Sells complete package. Wahl-Dee 
believes in a package price policy. 
For instance, a basement package 
includes: 
¢ Use of form material and labor 


needed to place footings, forms and 
concrete placing. 


¢ The concrete itself delivered from 
the batching plant. 


¢ Form ties and reinforcement rods 
as needed. 


* Removing and cleaning forms. 


Wahl says a cast-in-place base- 
ment is more profitable than block 
because more manpower is needed 
to unload the block and there’s often 
another expensive truck trip for 
leftovers. 

Besides basements, Wahl-Dee uses 
its forms for construction of retain- 
ing walls, culverts, trench silos and 
numerous other small, but profitable 
jobs. 

Feed lot paving, floors for barns 
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and machine sheds, also keep the 
transit-mix trucks wheeling down the 
back roads off U. S. 6. 

Iowa has experienced some terrific 
rains this year and this will expand 
the firm’s market for soil erosion 
projects. A typical dam of this type 
sells for about $1,000, but saves a 
lot of fertile top soil. 

Builds septic tanks, Besides ready- 
mix, the firm turns out septic tanks, 
and concrete cisterns. The latter are 
used to store rain water for washing 
purposes. The availability of a 5,000- 
gallon tank full of water also helps 
decrease fire insurance rates. These 
tanks sell for about a dime a gallon 
of storage capacity as a rule of 
thumb. 

And the beauty of _precasting 
these tanks is the use of tail-end con- 
crete, which otherwise would be 
wasted at the job site. 

In 1957, Wahl-Dee turned out 
9,000 cubic yards of concrete and 
they expect to better that mark in ’59. 
One of the keys to its success has 
been the idea of hiring young men 
and bringing them up through the 
organization. 

The batching plant consists of an 
850-bbl. cement silo, a pair of 500- 
ton capacity silos and a 2%-yard 
batcher. The two aggregate bins are 

(continued on page 64) 


TRAILER CARRIES FORMS to building site and is used to store forms 
in the yard. Forms are cleaned at the site before loading. 


ROAD IMPROVEMENTS open 
up additional markets for 
culverts and large bridges. 
Dealer supplied concrete for 
the longest inland bridge in 
lowa, near Winfield, shown 
below. 
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CERTIFIED GAS SAVINGS! 
CERTIFIED DURABILITY! 
CERTIFIED RELIABILITY! 


New style! New models! New 
features! And never before could 
you be so sure of savings! 


To give you this confidence, in- 
dependent experts* tested the ’60 
Ford Trucks in the three major 
areas of operating economy. The 
result . . . Certified Economy! 


Certified gas savings! Tests certi- 
fied by America’s foremost inde- 
pendent automotive research or- 
ganization confirm the gas savings 


for LOCO 


NEW FORD 


of the 1960 Ford 6-cylinder engine 
. . . the same engine that beat all 
competitive sixes in Economy 
Showdown U.S.A.! 


Certified durability! Certified re- 
sults on tests of key truck parts 
show definite durability benefits. 
For instance, half-ton pickup 
frames showed an increase of 
23.6% in torsional rigidity; two- 
ton models showed an increase of 
20% in brake-lining life. 

Certified reliability! Typical of the 
many reliability tests was a “shake- 
test’’ on the wiring harness for 
heavy-duty engines. Certified re- 
sults showed a twofold increase in 
Ford reliability. 


This is Certified Economy .. . and 
it adds new weight to the evidence 
that Ford Trucks Cost Less! 


But there’s more . . . much more 
in 1960 Ford Trucks. New tough- 
ness with stronger frames . . . new 
capacity with huskier axles . . . new 
brakes, new cab comfort, new rid- 
ing smoothness, new handling ease! 


See your Ford Dealer. Check the 
facts in his “Certified Economy 
Book.” Look into Ford’s modern 
features. You’ll discover that the 


-things you want most in your new 


truck are in the 1960 Fords! 


* Name available on request. Send inquiry to P. O. 
Box 2687, Ford Division, Ford Motor Company, 
Detroit 31, Michigan. 


FORD TRUCKS COST LESS 


LESS TO OWN...LESS TO RUN... BUILT TO LAST LONGER, TOO! 
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Left: new F-600 Stake, avail- 
able with Ford’s gas-saving Six 
as well as V-8 engine. Center: 
60 Stylesiae pickup with new 
styling, 283% more rigid frame 
and longer lasting brakes. Right: 
America’s most popular Tilt 
Cab truck! 
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TWO-TON HOIST on truck bed is used for septic tank deliveries to installation site. 


Truck is also used to move tanks from precasting shed to storage area. 





PROFIT BUILDER 


(begins on page 60) 





regular concrete form silos, rein- 
forced with extra steel bands. A heat- 
ing plant in the precasting shed heats 
aggregate and water during the frigid 
lowa winters. Many farmers prefer 
to get their “barn” work done in the 


slack winter months to be ready for 
spring. 

Concrete delivery equipment con- 
sists of 4, 6 and 7 cubic yard capac- 
ity mixers. 

With the advent of increased rural 
road improvement programs, interest 
in soil conservation and improved 
farm structures and farming practice, 
it looks like a profitable future for 
aggressive building materials dealers 
in even the smallest towns. 





Sell More 
REMODELING 


With confident, 


PRODUCT 
KNOW-HOW ... 


See Our 


agate ee a ae 


DEALER 
PRODUCTS 


FILE 
Sac eine settee 








The Annual 


“‘WHERE-TO-BUY-IT”’ 





Guide 











Superior 
Plaster Colors 


HIGH PROFIT-FAST MOVING 


SMITH’S PLASTER COLORS 


Packaged and 
Priced Right to Sell 


The original small package line of 
color, LIMEPROOF—SUNPROOF, 
FADEPROOF. Used for interior 
plaster or exterior stucco, for color- 
ing texture materials or cement 
base paints. Manufactured in 18 
beautiful decorator shades. 


Smith’s colors are color matched, 
never deteriorate, warehouse set or 
pack. For safety, stock and sell 
Smith’s Colors for the Builder. 


Six decorative, 
sift-proof, 
dust-proot boxes 
each handy carton. 


Nationally known manufacturers of .. . 


Smith’s Floor Enamel (rubber-base), Portland Cement Paint, 
Cement Colors, Mortar Colors, Smith’s Topper, the sprinkle-on, 
ready-mixed Cement Color with built-in hardeners, wetting 
agents, aggregates and color and Smith’s Topper Wax and Color 
Restorer. 


WE PAY THE FREIGHT—ORDERS SHIPPED THE SAME DAY RECEIVED 


GEO. B. SMITH CHEMICAL WORKS INC. 


Maple Park, Illinois @ Telephone Maple Park 7-3221 
Established 1920 
Circle No. 38 on Handy Cover Card 


Highest Quality 


SIZE 


FINISH 


DOOR 
BUTTS 


Compare... 


Lowest Prices! 


your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


100 Pairs to e Case—FOB N.Y.C. 
PRICE (NET) 


PER BOX 


PER PAIR 





eT 


. 6" 


Dull Brass, 
Button Tip 
Square or 
Round Corner 

L #124 8 «£1248 


I Pr. with 
screws. 


$ .28 





I Pr. with 
screws. 


.28% 





1 Pr. with 
screws. 





3" x _ 


Wray 


4" x id 


Prime Coat, 
Button Tip 
Square or 
Round Corner 

L. #124 8 124K 





1 Pr. with 
screws. 





1 Pr. with 
screws. 


.28 





1 Pr. with 
screws. 


.40 





>" x rey 


Dull Brass, 
Ball Tip 


| Pr. with 
screws. 


372 





AEE A 


Dull Brass, 
Ball Tip 


a 
1 Pr. with 
screws. 


3812 





4" x4" 


Dull Brass, 
Ball Tip 


1 Pr. with 
screws. 


.53)2 





31/7," x 31/7," 


Nickel. Bright 
Pol., Button Tip 


1 Pr. with 
screws. 





4" x 4" 


Nickel, Bright 
Pol., Button Tip 


1 Pr. with 
screws. 











A_COMPLETE SOURCE FOR 
HINGES OF EVERY TYPE FOR EVERY NEED 


Get Our Prices! 


10—59 


S. PARKER HARDWARE MFG 


27 LUDLOW 


Quality 


roro 


STREET + Phi 


Circle No. 39 on 


Sine 


ae reiell 


we 


- NEW YO 
Handy Cover Card 


. CORP. 


R 


Imported by 


k 
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a: 
~ RANDOM 
PLANK 


Now Marlite offers true random plank 
... 16” wide and 4" thick for easy 
handling . . . edges tongued and 
grooved for easy installation even by 
inexperienced do-it-yourself customers 
The beautiful new Trendwood finishes 
(Danish birch, English oak, Swedish 
cherry, Italian cherry, American wal- 
nut, Swiss walnut) were developed 
especially for Marlite by American 
Color Trends to complement any 
room, any decor. New Marlite Random 
Planks offer you bigger building and 


ee ® 
Marlite plastic-finished paneling ‘225% 


fully-finished random-grooved paneling 


in six exclusive, new Trendwood finishes 


remodeling profit opportunities. It’s the 
modern new paneling for any room, 
old or new, in homes or businesses. The 
Y%," thick Random Planks go up quickly 
over furring or existing walls. And 
Marlite’s soilproof melamine plastic 
finish paneling needs no further paint- 
ing or protection . . . resists stains and 
mars for years! Get complete details on 
new Marlite Random Plank from your 
wholesaler, or write Marlite Division 
of Masonite Corporation, Dept. 104], 
Dover, Ohio. 


\aPROw 
a £%, 


> 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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Now...hard-hitting support for 


Look for this neW ----~~~ 


color advertisement iin 


ie 
nT ss 
av aw at 


a . 
m the following stummum 
ones 


poste: Coupoh O 
‘Hew remodeling booklet ----~ 


... will attract thousands of inquiries © 
for aluminum building products 
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‘Your aluminum product sales! 





Over 2/3 of your homeowner 





prospects are the target 


es ee 





of this new national advertising 






by Aluminium Limited... 







oH ==. ll OE 






...Ccreated to bring immediate prospects 
for aluminum products right to your door! 







you sell. It does this by showing the many 
exciting ways the homeowner —your prospect — 
can use aluminum. And to provide the tie-in at 
the retail level, there’s an unusual tear-out 
coupon offer for the new 36-page booklet ‘‘How 
to remodel on a budget . . . with aluminum.” 
Experience tells us we can expect as many as 





Watch your sales opportunities sky- 
rocket in October and November— 






when this exciting 4-color spread breaks in LIFE 
... BETTER Homes & GARDENS... and THE 
AMERICAN HoME! 









The advertisement is aimed at 60 million 





prospects for aluminum building products. And 
in this group are more than 2/3 of the nation’s 
homeowners. 






The advertisement is created to bring you 
immediate prospects for the aluminum products 









CLEVELAND CHICAGO 











Aluminium Limited 


Ingot Specialist...serving American Aluminum Fabricators — 


in the U.S.— Aluminium Limited Sales, iInc., 630 Fifth Avenue. N.Y. 20, N.Y. 
LOS ANGELES 
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150,000 inquiries for the booklet. A list of in- 
quiries, broken down by product and geograph- 
ical area, will be passed on to the nation’s re- 
tailers by our U.S. customer fabricators —lead- 
ing aluminum products manufacturers. 


DETROIT + ATLANTA ST. LOUIS 
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Nation-Wide A. L. survey shows . . . 


Truck Leasing on Increase, But 
Some Dealers Oppose Idea 


OME LUMBER DEALERS think 

truck leasing is the answer to a 
cost-control-and-reduction prayer, but 
not everyone agrees. 

There’s still many a dealer who 
feels his pride demands private own- 
ership. But the impact of truck leas- 
ing on the retail lumber industry is 
suggested by the statement of an 
executive of a major truck leasing 
firm: “Approximately 2,300 of our 
35,000 trucks are leased to lumber- 
yards and contractors.” 

Go to Denver, for example. You 
find about 60% of the major lumber 
firms there lease trucks on a full- 
time or part-time basis. But the shoe 
is on the other foot in St. Louis. Re- 
porters there were unable to find any 
evidence of truck leasing by lumber 
dealers. 

The same is true in San Francisco. 


High cost was offered as the reason.- 


“I doubt if a single lumber dealer 
in all northern California leases 
trucks,” says Jack Pomeroy, execu- 
tive vice president of the Lumber Mer- 
chants Association of Northern Cali- 
fornia. 

Yet in Los Angeles you find the 
opposite. For instance, the whole- 
sale warehouse there of Harbor Ply- 
wood Corp. has a number of trucks 
on the street, leased on five-year 
plans. 

“We like the plan,” says John T. 
Northam, manager. “If a truck is dam- 
aged in an accident or breaks down, 
the rental company takes over. We 
can meet delivery commitments on 
time. It's somewhat more expensive 
than owning, figuring on a straight- 
across comparison, but the increased 
availability is worth more than the 
difference.” 

Dealers follow no set pattern in 
their reaction to leasing versus own- 


ing. Some big ones lease; others in 
seemingly similar circumstances own. 
There are one-truck dealers who 
lease. Some lease on a_ long-term 
basis; others rent as fill-ins. 

“We're experimenting with leased 
trucks against those which belong to 
us,” says Richard Brown, branch 
manager of Roddis Lumber & Ve- 
neer Co., Houston, Tex. 

His experiment began last spring, 
with two 16,000-pound flat bed 
trucks leased on a one-year contract; 
he will compare operating experience 
with them to that of similar units 
owned by the firm. 

Another dealer operating both 
leased and owned trucks is Central 
Lumber Co., Dallas, Tex. John Dar- 
nell, secretary-treasurer of Central, 
explained that some of the owned 
trucks were bought because of a spe- 
cial deal with a customer. Currently 
the firm leases three trucks, owns 
three. 

“We lease on a yearly basis, with 
rental figured on a weekly and mile- 
age scale,” he says. “We like the deal 
because it allows us to write off the 
total cost instead of depreciating a 
portion of the trucks’ cost. Also, rent- 
ing spares us from tying up capital 
that might be used better to buy 
merchandise.” 

Helps capital picture. Both small 
and large size dealers are aware of 
the capital investment factor. 

“We began to lease when we started 
out four years ago,” says Frank Mas- 
tronardo, president, F&J Lumber & 
Trim Co., Queens, N. Y. “Honestly, 
we didn’t have the money to buy 
trucks.” ? 

His present situation, however, has 
changed from those days. 

“As I see it, it was very workable 
for a starter; now we feel we've 


STRADDLE TRAILER is used for delivery of house packages to site in Denver. A 30,000- 
Ib. package can be loaded and unloaded in three minutes, according to Mighty Mover 
Co., manufacturers. It has built-in hydraulic elevator which lifts load from ground- 
level, centers it and clamps it securely in place with 8,250 pounds of side-pressure. 
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moved beyond the need for leasing.” 

F & J now has bought two trucks, 
will buy a third when the current 
lease expires. His shift from lease to 
own seems to result from his feelings 
toward his business. 

“If you can’t afford your own 
trucks after four years in business, I 
guess maybe you better be looking 
for another business,” he says. 

But in Omaha, big, long-estab- 
lished and well. financed Johnson 
Cashway Lumber Co. leases 11 two- 
ton flat bed trucks on a two-yeai 
lease. 

“We like this method because there 
is no capital investment,” explains 
William E. Richards, general man- 
ager. “Also we are relieved of cer- 
tain responsibilities. We recognize it 
probably costs a little more than if we 
owned them.” 

Richards seems unique in Omaha 
as a lumberyard-lessee of trucks, al- 
though several others have leased dur- 
~f peak periods on a_hit-or-miss 
asis. 


Higher costs? There is almost 
100% agreement that truck leasing 
is more costly than owning, American 
Lumberman reporters found. One 
dealer disagreeing with this was 
Stewart McHugh, partner, Lumber- 
teria, Inc., Cincinnati, Ohio. 

“We have found it much cheaper 
from an operational standpoint to 
lease our trucks,” he says. “We are 
not saddled with maintenance, license 
tags and repair bills. We have three 
leased dumps, leased on a_ yearly 
basis. The cost is about $60-$70 per 
month each. We pay insurance and, 
naturally, all gas and oil. As for dis- 
advantages, I see none.” 

And at Crystal, Minn., manager 
Bob Brooks of The Building Block 
says, “Under our leasing contract 
bookkeeping is eliminated and we 
have no responsibilities. Gasoline, oil 
and washing are all paid for. If we 
have an accident we get a new truck. 
If we're stuck in the mud we're 
hauled out.” 

Brooks leases a two-ton unit on a 
six-year contract. 

“If you have the volume, that makes 
it pay,” he explains. “The farther you 
go the more you save.” 


Contracts vary. There appears to 
be no such thing as a standard lease 
agreement in the truck leasing field. 
One truck lease company manager 
emphasized to American Lumberman 
that his firm tailors the contract to 
the needs of the lessee. Apparently 
there are various ways of doing this 
tailoring. 

“In our contract we were limited in 
mileage,” says F & J Lumber’s Frank 
Mastronardo. “We had a 200-mile 
maximum. Although we could drive 
more, we paid extra for it.” 

For the leasing of a panel truck 
and a 1%-ton GMC which will 
haul 5,000 feet of lumber, Enter- 
prise Lumber Co., Cincinnati, pays a 

(continued on page 71) 
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For weather-resistant siding... 
suggest INCENSE CEDAR 


... durable, workable and carefully dried 























———ooSe 


INCENSE CEDAR - one of the country’s best 
siding materials. Incense Cedar weathers beautifully, and 
it provides a high dimensional stability against swelling 
or shrinkage. For protection against heat and cold, 
Incense Cedar is one of the finest wood insulators. It 
readily takes—and holds—paint or any of the many varieties 
of modern finishes. With Incense Cedar, you have one 
of the finest siding materials available. 

For paneling and woodwork, Incense Cedar is also a 
popular choice because of its characteristic knots, 
graceful grain and fine workability. It is resistant to daily 
wear and is easy to maintain. Incense Cedar is usually 
available in mixed car shipments. Inquire from your 


Western Pine Mills. 


A decorating idea that will sell more lumber . . . Western 
Pine Region woods finished in COLOR. Look for our 
advertising in home improvement and do-it-yourself mag- 
azines. It works for you. For more information write to 
Western Pine Association, Yeon Bidg., Portland 4, Oregon. 


Western Pine Association 


member mills manufacture these woods to high stundards 
of grading and measurement... grade stamped lumber is 


available in these species 


Idaho White Pine « Ponderosa Pine » Sugar Pine 
White fir + incense Cedar + Douglas Fir + Larch 
Red Cedar + Lodgepole Pine + Engelmann Spruce 


Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow 
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New Trend Colors, Duroc’ finish, traditional 
sidewall design all combine to make Auto- 
claved Clapboard the big volume seller in 
siding today. Ruberoid Clapboard is another 
important part of a complete roofing and sid- 
ing line that has been serving the industry 
since 1886 .. . another reason why more and 
more progressive dealers join the Ruberoid 
team every year. 








AVAILABLE IN 


frend Colors 


FOR VOLUME SALES 
WITH PROFIT! 


And there’s more to this story! Ruberoid 
gives you a complete line of products for 
every roofing and siding need. National ad- 
vertising support builds brand recognition 
and preference. Every merchandising aid you 
need. Find out why it pays to be a Ruberoid 
dealer. Contact your Ruberoid representa- 
tive today. Or write: 

The RUBEROID Co. 





500 FIFTH AVENUE, NEW YORK 36, N. Y. 
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TRUCK LEASING 


(begins on page 68) 





basic $65 per month, plus gas and 
oil. The lease runs one year. 

“It’s like hiring a man,” comments 
Russell Y. Mohr, owner, Mohr Lum- 
ber Co., Philadelphia, Penna. “You 
know just what it will cost you. We 
agree on a mileage average and usu- 
ally hit right around the average fig- 
ure. But one disadvantage is in the 
winter. We ran into a slump and didn’t 
hit our mileage average. Under our 
contract we had to pay for the miles 
we didn’t use.” 

Mohr gets no refund for miles he 
doesn’t use, but pays extra if he goes 
over the average. His average is 300 
miles per week. 

Contracts run varying terms. James 
E. Tague & Co., Inc., Philadelphia, 
Penna., has three leased trucks on 
eight-year leases. One is a pick-up, 
the others are two-ton units. 

Payment is based on mileage plus 
the size of the truck, according to Jo- 
seph Tague, vice president. He re- 
ceives a bill each week after the lessor 
checks the trucks. The bill is due 
monthly. In this way Tague knows ex- 
actly where he stands on expenses. 


“It averages out to about $450 per 
month and this includes all costs of 
operating,” he says. Several years ago 
Tague studied costs of owning vs. 
leasing, found the difference for his 
purposes was insignificant. 

“In the long run we consider leas- 
ing a better deal than buying,” he 
says. “This way, we always have a 
truck on the road that is in tip-top 
shape, always freshly painted with 
our name on it. You can’t beat the 
condition of these trucks. Don’t forget 
there’s a prestige factor to having 
good looking trucks on the street.” 

Tague had a bad experience with 
maintenance back in the days when 
his firm owned its trucks. Having no 
maintenance shop of their own, they 
depended on service stations. One 
truck, supposedly winterized, froze up 
its radiator, caused considerable 
expense. 

“Also it was hard to check on ex- 
penses generally,” he explains. “Our 
gasoline bill sometimes ran too high, 
considering the mileage the trucks 
traveled.” 

But some dealers take the other 
point of view on maintenance. 


“We can take care of the upkeep 
of the trucks we need,” says J. E. 
Carlton, president, Carlton-Lewis Sup- 
ply Co., Atlanta, Ga. “With a big 
fleet, maintenance may be a problem, 
but not here.” 

Carlton has been leasing a 114-ton 
stake body unit on a one-year basis, 
says there’s no certainty the present 
lease will be renewed. 

Perhaps the basic cleavage in opin- 
ions lies more in point of view than 
in fact. This was expressed by Leon 


Tulchin, president of Claremont Park 
Lumber Co., Bronx, N. Y 

“Maybe it’s old fashioned but we 
like to own all our own stuff. It gives 
us a feeling of comfort and inde- 
pendence. The service is good with 
rented trucks but we want to be able 
to say we own all our own vehicles.” 

Tulchin’s experience covers a two- 
year lease agreement on a 1-ton and 
a 2-ton unit, plus additional units on 
a short-term basis. 

“We'll still be a customer of the 
truck lessor, but only on a far more 
specialized basis than we used to be.” 
he says. 


Town Merchants Fight Back 
At New Shopping Centers 

New York—Shopping districts in 
the centers of three Long Island sub- 
urban towns plan to convert their 
streets to “shopper's malls” by shut- 
ting off auto traffic. The move to 
make their central area more attrac- 
tive in this fashion has been an- 
nounced in Valley Stream, Hempstead 
and Glen Cove. 

The idea of beautifying the main 
shopping district, with greenery in- 
stead of asphalt, has been tried in oth- 
er sections of the country with varying 
success. 








White Fir lumber is soaring to new heights 
of popularity in residential construction 
and industrial use nationwide. 


The building trade is rapidly recognizing 
this specie as an economical material that 
more than meets the requirements of 
durability, strength and workability. 


To meet the demand, TW&J sawmills 
manufacture premium quality, uniformly 
graded, kiln dried, high altitude White 
Fir dimension in all grades and sizes from 
2x4 to 2x12. 


ASK YOUR WHOLESALER FOR TW2J 
PREMIUM WHITE FIR DIMENSION 


1960 is TW&J's 50th Year in the Lumber Business 


Tarter,. WessTER & JOHNSON, INc. 


P.O. BOX 3498 
San Francisco 19, California 
PRospect 6-4200 Teletype SF 211 


October 12, 1959, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 


Circle No. 44 on Handy Cover Card 





Warehouse Parade 


HEAVY WINDOW 
GLASS crates are sup- 
ported safely on the 
new stacking pallets 
installed recently at 
Cape Supply Co. Be- 
hind them can be seen 
the wood stacking 
pallets replaced by 
the wood and steel 
combination. Angled 
pallet placement per- 
mits seven-foot aisles. 


Portable Frames Replace 


Wooden Bins 


Cape GIRARDEAU, Mo. 


AREHOUSE STORAGE pat- 

terns can be changed easily to 
fit day-to-day operations at Cape Sup- 
ply Co., building products wholesale 
firm in Cape Girardeau. 


The company operates in a modern 
high-ceiling, single story warehouse. 
Material handling is done with 4,000- 
pound capacity fork truck. Packaged 
and cartoned items are stored on 
wood pallets. 

To take 100% advantage of the 
high ceilinged warehouse, loaded pal- 
lets are piled four-high. In the past 
this was possible by building a frame 
above each wood pallet platform. In 
effect, these were boxes without solid 
sides or top, with the floor of each 
being a regular double-faced wood 
pallet. Resting inside this “pallet box” 
is a smaller pallet on which the mer- 
chandise is piled. 
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This method gives two advantages: 
(1) re-arrangement of stock is easy, 
with the fork operator simply re- 
piling the “pallet boxes” as desired; 
(2) the loaded pallet can be removed 
for order filling without disturbing 
the products above it. 

Trouble in the warehouse. The 
original “pallet boxes” were made en- 
tirely of wood. Size was 4’x5’x4’, 
enough to handle 15 squares of as- 
phalt shingles. Potential trouble was 
seen when these “pallet boxes” got 
rickety with age. 

“We thought that if one of them 
collapsed we’d have accident claims 
or worse,” said Cape Supply’s man- 
ager, Martin J. Fehlings. 

Solution was to buy warehousing 
devices called Tier Rack. These are 
made of fabricated steel tubing. They 
snap onto existing wood pallets with- 
out bolts, screws or nails. Manager 
Fehlings says their strength is ample 
for all the weight put on them at 


Cape Supply’s warehouse. On these, 
Fehlings stores boxed window glass, 
asphalt shingles, paint—all heavy 
items. 

“These devices have proven very 
flexible and helpful, and we believe 
have solved the problem posed by our 
old rickety wood ‘pallet boxes’,” 
Fehlings commented. 

For information on where these 
devices can be obtained, write The 
Editors, American Lumberman, 59 E. 
Monroe St., Chicago 3, IIl. 


TAKE-IT-OR-LEAVE-IT system of ware- 
housing cuts costs at Cape Supply. Here 
the fork truck operator handles a pallet 
of paint without disturbing the stacking 
pallet. For complete storage re-arrange- 


re eee 
OPERATOR LIFTS ENTIRE ASSEMBLY, can 
re-pile it without time loss at a more 
convenient place. The fabricated steel 
tube devices attach to existing wood 
pallets without fasteners. 
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FIR PLYWOOD — Evans quolity 
—DFPA grade-marked—assures you of the 
finest interior and exterior fir plywood. Evans 
is a member of the Douglas Fir Plywood Assoc, 
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The next best thing 
to a Money Tree... 


oi a 2 be P 4 ' ; 4 : R 
HARDBOARD-— completely factory- & f i y VAN I ] I ( 
finished in a handsome “Driftwood” ivory tone, popular ! nis igi ey 
Evanite hardboard comes in a variety of textures. a hic, BIG THRE E 


¥ PLYWALL — All wood ponels... 
popular grains at half the usual cost of fine 


Witeaddidcntnpetd d ling. Baked-on Poly-Clad finish 
FROM YOUR JOBBER! / sihesinaenan thal Pad, Proven 


\] PRODUCTS 
\ COMPANY 


PLYMOUTH, MICH. 


1 SALES OFFICES: 
CHICAGO, ILL. 
iy TAMPA, FLA. 

i) COOS BAY, ORE. 

ANAHEIM, CALIF. 
Nt DANBURY, CONN. 
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Top Profit for 


Space Experts 


A whole new category of high-margin products has been devel- 
oped fo solve the homeowner space problems. So many in fact 
that complete ‘‘Space Saver Shops"’ are turning up in the new- 


est stores. 


ROBABLY one of the easiest ways 
to make 45% to 60% gross mar- 
gin is to become a space expert: a 
man who really knows and fully dis- 
plays the many new hardware items 
keyed to space problems in the home. 

And while the hardware itself car- 
ries a hefty margin, you just can’t 
avoid making related sales. Customers 
literally demand the boards, the sealer, 
paint or stain required to complete 
their jobs. 

Space hardware can be sold for 
commercial jobs, new homes, remod- 
eling and to the do-it-yourselfer. 

Complete “Space Saver Shops” will 
be appearing in department stores, 
chain and variety stores next year. 
One of the first went into Ward's 
super new store near Detroit last 
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month. All their Class “A” stores are 
scheduled for similar departments 
over a period of months. 

Yet with a few exceptions, most 
space hardware requires lumber for 
the complete package. Chain stores 
haven't been able to solve this prob- 
lem and must tell customers to see 
their local lumber dealer. 

The list of space hardware is con- 
stantly growing as manufacturers be- 
gin to appreciate that homeowners 
will buy in volume clever, convenient 
new items. Here is a partial list of 
merchandise which should be grouped 
as a department in the store. 

Shelf standards and brackets for 
shelves. The standards should include 
lengths from 12” to 48” and be in 
three basic finishes—silver, bronze 
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NEW DEPARTMENT FOR LUMBERYARDS 
—'‘'Space-Saver Shop” can be set up in 
your showroom. Wall display, above, 
recommended only for larger stores; the 
divider panel is supported by spring- 
loaded floor-to-ceiling slotted standards. 
Below is free-standing floor display 
which could be easily moved when de- 








and black. Brackets should be offered 
in matching finishes and in 8, 10 & 
12” sizes. 

Closet hardware. Displayed should 
be clothing carriers, shoe stands, ex- 
tension closet rods and similar items. 

Kitchen hardware includes towel 
racks, cup racks and related space 
saving hardware. 

Shop storage includes in the pop- 
ular KD three shelf metal storage 
racks now rated by many stores as 
their “hottest, under $10 item.” Also 
worth displaying are parts bins, tool 
hangers and other like items. 

Floor to ceiling uprights with their 
double-slotted standards and spring- 

(continued on page 76) 
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EXCLUSIVE “T-ZONE” TOUGHNESS — 
Sargent AlignaLocks and SentryLocks 
are built stronger than any comparable 
residential locksets. Exclusive one-piece 
aligning tube and latch tube interlock, 
form bend-proof, slip-proof “T” in torque 
area. Screwless design. No other lockset 
installs easier or faster. 


THE RIGHT DECOR FOR EVERY DOOR — 
Sargent’s SentryLock and AlignaLock line 
knows no peer in lock design. Both come 
in a variety of handsome knobs, exciting 
roses and luxurious finishes to provide 
just the decorative effect you want. All 
units are interchangeable. Over 100 
beautiful designs to choose from. 


EXTRA SECURITY...NO KNUCKLE 
SCRAPING — Guarded latch bolts and 
extra latch projection assure unequaled 
security. A full 2¥2-inch backset prevents 
knuckle scraping. For a copy of the new 
award-winning full-color residential hard- 
ware catalog, write to: Sargent & Com- 
pany, New Haven 9, Connecticut. 


Dreamhouse plans need the right finishing touch... 
Sargent Residential Hardware 


neti 
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SPACE EXPERTS 
(begins on page 74) 





loaded ceiling fastening devices, are 
still anohter high-profit space $pecialty. 
Board products may be directly at- 
tached for convenient partitioning or 
shelves can be clipped into the open- 
ings of the standard. 


Masonite’s “Panelok” system, which 
offers a pre-finished wall material 
with built-in slots for Adjust-a-Bilt 
hardware, fully recognizes the public’s 
need for better use of space in the 
home. Only recently introduced, deal- 
ers already report it is selling well for 
both new homes and remodeling. 


Millwork specialty. One of the fast- 
est selling space saver in the past year 
has been a simple wall-hung multi-use 
wood cabinet with two sliding hard- 
board doors. We say multi-use be- 
cause customers install them in kit- 
chens, bathrooms, in the living room 
—practically throughout the house to 
take care of storing odds and ends. 
Available in many finishes, these cab- 
inets are now mass-produced and sold 
for less than $10, 


Perforated hardboard hardware. 
When a “Space Saver Shop” is set up, 
these hardware specialties find their 
natural home. Best of all they can be 
shown in use to best advantage for 
maximum sales by themselves and 
with perforated hardboard. 


Legs for coffee tables and flush 
doors seem to be finding their way 
into many space centers. There’s little 
logic to such a grouping but it does 
seem to sell merchandise. Legs are 
still another item displayed in almost 
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HOME PLANNING CENTER and a display of Masonite Panelok wall system with spe- 
cial hardware is combined at Legg Lumber Co., Coldwater, Mich. 


every part of a store in the past, which 
now seem at home in a space center. 

Space hardware is readily sold to 
both the contractor and the consumer. 
Tom Nathan, manager of Craftwood 
Lumber Co., Highland Park, Ill., who 
specializes largely in consumer busi- 
ness, puts it this way: 

“People come here with a shelf 
problem. We help them solve those 
problems with wall standards, shelf 
brackets which key into those stand- 


SPACE-SAVER SHOP at the Doo-lt Store, 
Royal Oak, Mich., requires only a new 
sign and additional merchandise to be 
complete. 


ards and short pieces of kumber or 
plywood.” 

Nathan says that so great is the call 
for this that he never has enough 
lumber or plywood shorts, has to cut 
them from “longs.” 

Craftwood has been selling the wall 
standards and shelf bracket hardware 
for three- years, carries three manu- 
facturers’ lines: Standard-Keil Hard- 
ware Mfg. Co., Kason Hardware and 
Knape & Vogt. Craftwood’s entire 
inventory of standards and brackets 
is carried in showroom display racks, 
many manufacturer supplied. 

Not far from Craftwood, Bob Bail- 
ey, manager, Northbrook Lumber Co., 
Northbrook, IIl., concentrates largely 
on the contractor. Northbrook mer- 
chandises heavy-duty standards and 
brackets which are used for book 
shelves in top-quality new homes. 

A working blueprint of the “Space 
Saver Shops” shown on the preceding 
page will be made available if enough 
reader requests are received. 


Modular Lumber Units To Be 
Demonstrated in Cleveland 


Peoria, ILt.—A Plexiglass boxcar 
containing McCracken 2-module lum- 
ber packs will be unloaded for dealer 
study on Sunday morning, Nov. 15th, 
at the NRLDA Exposition in Cleve- 
land, Ohio. 

Officials of Little Giant Products, 
Inc., Peoria, will sponsor the dem- 
onstration together with lumberman 
James McCracken, Leechburg, Pen- 
na., inventor of the modular lumber 
system. 

A Mod-U-Lift boom and _ end- 
loader attachment designed for load- 
ing and unloading unitized McCrack- 
en lumber packages will also be 
shown to dealers at the Cleveland 
show. 
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Every wind storm boosts 
sales of the industry’s 


BEST SELLER! 


Wherever high winds are a problem, self- 
sealing shingles are taking over the market 
...in new construction and re-roofing, both. 
So, if you want to get the most out of the 
boom in self-sealing shingles.... grab hold 
of the Bird band wagon and latch onto the 
selling features that put BIRD WIND 


SEALS 


AHEAD 
BY A MILE 


% Powerful thermoplastic seals. 
% Correctly spaced for drainage. 


% Seals weld through grains to base 
material. 


* No sticking in bundle. 


% Lay Wind Seals just like ordinary 
shingles. 


% Consistent advertising in Saturday 
Evening Post — constantly pre-sells 
homeowners. 


Ea BIRD & SON, inc. 


East Walpole, Mass. . Chicago, Ill. 
Shreveport, La. . Charleston, S. C. 
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BEST FOR YOUR ROOF 


BIRD 


Hind Seal Shingles 


The sun sets these spots of adhesive 
into sticking action, sealing every Wind 
Seal Shingle down in a mighty grip. 
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KAISER ALUMINUM 


BACKS UP 
ITS DEALERS! 


:. 3 Great New Roofing Products 


DIAMOND-RIB* —The first truly different aluminum roofing! Ribbed for strength, 
diamond embossed for added sales appeal. Standard lengths from 6’ to 16’ cover a net 
48” width after lapping. 


GREEN DIAMOND-RIB—AIl the features of regular Diamond-Rib plus neutral green 
color-primed treatment on both sides! Use it as is for scores of residential or commer- 
cial applications, or paint it any color with just one coat—no primer needed. 


LONGER, WIDER CORRUGATED—Stucco embossed, 2%” corrugated sheets in the 
popular .019” thickness! Lengths from 6’ to 16’ cover a net 48” width after lapping. 


2. Dealer-Minded Sales Policies 


30-YEAR WARRANTY-—Offers positive proof to your customers that Kaiser Alumi- 
num Diamond-Rib and Green Diamond-Rib sheets are protected against corrosion 
for farm and residential use. 


ON-THE-SPOT REPLACEMENT — Lets you make immediate replacement of any de- 
fective material up to $50 value. You determine the adjustment—you make replace- 
ment on the spot. 


SALES HELPS—Our responsibilities just begin when a dealer puts Kaiser Aluminum 
material into stock: national advertising... local announcement ads for new dealers 
... help on your “open house”. . . personalized direct mail .. . free building plans and 
display rack ...sales help on your customer calls... plus many more! 


3. Reliable Wholesalers Everywhere 


NO SUPPLY PROBLEMS when you stock Kaiser Aluminum roofing products. Ade- 
quate stocks are a requisite for all of our wholesale distributors. What’s more, every 
Kaiser Aluminum wholesaler is selected to serve his dealers—not compete with them! 


Don’t settle for less! Get all the facts from your Kaiser Aluminum Building Products 
distributor or sales representative. Kaiser Aluminum & Chemical Sales, Inc., 1924 
Broadway, Oakland 12, Calif. 


*Trademark 
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30 YEAR WARRANTY 








30 YEAR WARRANTY 








KAISER ALUMINUM BUILDING PRODUCTS 


e Diamond-Rib roofing —regular and green 
e Extra-wide, extra-long corrugated sheets 





e Standard V-crimp and corrugated roofing 
Roll Valley Flashing 
Nails—for roofing, siding, all exterior uses 
Foil Insulation and Vapor Barrier 


Rain carrying equipment — gutters, 
downspouts, etc. 


ShadeScreen 
ShadeScreen extruded frame sections 
= : Pt — plus — 
7m NEW profit-making lines to be 
introduced at the NRLDA Convention! 
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San Francisco Shopper Tells What 
Made Him Buy at Lumberyard 


Put yourself in a customer's shoes at your store. 
What kind of welcome would you get? Would the 
clerks be helpful and attentive—or indifferent? 
Would you want to come back? 


For half an hour this morning, I 
was a “fugitive from a sale,” lost in a 
large northern California retail lum- 
beryard, where lack of interest on the 
part of counter personnel kept the 
cash register from ringing even once. 

In less than an hour this afternoon, 
in another yard about a mile distant 
from the first, I left most of the con- 
tents of my wallet! 

In both yards the quality and the 
variety of the merchandise available 
were equal. 

What was not equal—the differ- 
ence between “sale” and “no-sale”— 
was personality and customer service. 

A unique assignment from Ameri- 
can Lumberman—to shop a San 
Francisco lumberyard from a cus- 
tomer’s viewpoint—helped to crystal- 
lize an accumulation of small building 
supply needs into a shopping list and 
a series of questions which, had they 
been properly answered by the lum- 
ber dealer’s salesman, could have led 
to a substantial sale. 

The first dealer visited, one of the 
city’s largest, was well-stocked and 
well-designed for customer conveni- 
ence. Various items were properly de- 
partmentalized and shelved in relation 
to each other. It was well-lighted, at- 
tractive and appeared to be conducive 
to buying. 


Lost clerk. Except there seemed to 
be no one available to take either the 
order or the cash! 

An attractive young lady, appar- 
ently the bookkeeper, glanced up as 
I entered the door, but her eyes 
quickly returned to the magazine she 
was thumbing through. 

After wandering through the aisles, 
I came upon two men in the rear of 
the store. They were engaged in a 
heated discussion about the San Fran- 
cisco Giants. 

I had no way of knowing whether 
they were potential customers, like 
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myself, in search of a salesman, or 
whether they were part of the lum- 
ber dealer’s staff. As I picked a ham- 
mer off a shelf, however, one of 
the men, obviously irritated at the 
interruption, asked if I wanted some- 
thing. 

I let my customer’s blood boil over 
and replied: 

“No, I simply walked in to check 
up on the latest baseball scores.” 

After calming myself with lunch, 
I made my second visit. This was 
different! 

The cash register was near the 
door. As I entered, a man behind the 
counter looked up, smiled, and 
cheerfully asked, “May I help you?” 

I expressed interest in paint and 
small hand tools. 

Fast service. “The paint is over 
here,” the young man said, coming 
out from behind the counter and 
leading me to a section at the rear, 
where he immediately began to ask 
questions as to what kind of paint I 
needed, the purpose and how I 
planned to use it. 

I selected a paint entirely different 
than the brand and type I had orig- 
inally considered. The switch was 
based on the salesman’s short course 
of factual information. 

“We have rollers for application,” 
the salesman added, “but to spruce 
up your kitchen, I think you might 
find a good, high-grade brush more 
satisfactory. And here’s a_ special 
cover which will help you keep the 
paint from dripping over the edges of 
the can.” 

By the time he had finished with 
me in the paint department, I had 
spent $12 on painting accessories 
alone, including a plastic drop cloth, 
which I probably will be able to use 
for other purposes. (How’s the ex- 
pense account, boss?) 

The salesman didn’t wait for me to 
remind him of the hand tools. 

“Let’s go over here and I'll show 
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you the tools which I think will meet 
your requirements,” he said. 

I needed only a sharp saw, a screw- 
driver and the hammer, which I had 
not purchased at the first dealer. With 
the paint and the tools out of the way 
I then proceeded to outline my lum- 
ber needs. 


Related sales. But not before the 
salesman had related my other pur- 
chases to a home improvement pro- 
ject. 

“You're probably thinking of some 
remodeling and we can be of consid- 
erable help, both with the materials 
and with financing.” 

He told me how to add a useable 
room to my basement, financing it 
through the dealer’s bank and utiliz- 
ing any of a number of typical floor 
plans. 

I had been planning for some time 
to add some cupboards to an area- 
way, which my wife could use for her 
gardening equipment. So the sales- 
man and [I strolled from the store 
into the lumber yard at the rear. 

Here I found that each piece was 
cut to size and was clearly marked as 
to species, grade, size and price. Actu- 
ally, I could have filled all of my 
lumber requirements without the serv- 
ices of a salesman, but this man never 
left my side. 

“These cupboards you plan to 
build,” he said, “probably are going 
to be out of doors and may get a fair 
amount of wear and tear. I’d suggest, 
therefore, that you think in terms of 
quality and buy first-grade lumber 
that will stand up under all sorts of 
weather conditions.” 

He pointed out the various pur- 
poses of each grade. I finally bought 
a fairly high-priced redwood on the 
salesman’s assurance that it was ter- 
mite proof, didn’t need painting and 
would weather to a pleasant, soft grey. 

Meanwhile, I noticed as we walked 
into the yard, that his place behind 
the counter had been taken by an- 
other salesman and that he and a 
third salesman seemed to be satisfac- 
torily handling the needs of about half 
a dozen customers in the store. 


With a smile. Out in the yard I re- 
ceived a pleasant smile and a hello 
from a man in sparkling clean over- 
alls using a forklift to stack lumber 
and a fourth salesman was checking 
specifications with a customer, who 
obviously was a contractor making a 
big purchase. 

I had the feeling, however, that 
the only difference between the reac- 
tion of the lumber dealer’s personnel 
to me, a small customer, and the con- 
tractor, was the amount of time re- 
quired to fill both orders. 

In the first dealer’s place of busi- 
ness I felt neglected and rudely treated. 
In the second, although my purchases 
were not large, I still was a special 
person—a customer who _ required 
courtesy, assistance and service. 

When I do get around to building 
that extra room in the basement, | 
know where I’m going for the lumber! 
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LAB BULD IT YOURSELF 
ORES ciers ep All 


4 HIGH BY 6’ WIDE 


BOOST YOUR YEAR-END SALES 10 A NEW HiGh 


For four consecutive years, dealers in all parts 
of the country have been building up their 
year-end sales— with a new source of profits... 
They sell Easi-Bild* Patterns for popular, big Christmas 
figures and displays. Each pattern includes its full bill of 
materials and paints— which are also sold by you. Every home, 
civic group, church, club and retail establishment is a pros- 
pect for one or more of these figures and displays. 

The full-size pattern is simply traced onto %” weather- 
proof Homasote, cut out with a key-hole saw and finished 
according to a foolproof, completely specified, painting 
scheme. The method is quick and easy—the results are truly 
professional. 

There are also patterns for two motion displays (Santa 
Waves and Galloping Reindeer)—each 4’ high and 6’ wide. 








Sell patterns, materials and paint this tested way 


With these you also sell motors and linkage kits. 

Sell 5’ x 8’ Homasote as train boards. For Christmas tree 
platforms — simply cut Homasote to size desired. (No pat- 
terns required.) These are always in demand. 

Get your patterns in and on display now! Extensive adver- 
tising is appearing—throughout October, November and 
December —in Popular Mechanics, Popular Science, Mechanix 
Illustrated, Science & Mechanics, Family Handyman, House 
& Garden, House Beautiful and Maclean’s Magazine. 

Write or wire us for full details. Please address Depart- 
ment K-11. *T.M. Reg. Easi-Bild Pattern Company 


HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
Homasote of Canada, Ltd. « 224 Merton Street ¢ Toronto 12, Ontario 
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Dun-O-wal. 


RIGID BACKBONE OF STEEL 
FOR EVERY MASONRY WALL 


Insist on genuine Dur-O-waL for crack-free masonry 
walls with a backbone of steel 


New Companion Product for Masonry Walls 


Rapid CONTROL Joint 


Trademark 


Pat. Pending 


WIDE FLANGE 


Rapid C0N7?0. Jotme 
WIDE FLANGE 


12 mreces 


40 rounos 


B2 iimens reer 





tite: Glacy.4 F 


Dur-O-wal Div., Cedor Rapids Block Co., CEDAR RAPIDS, 1A, Dur-O-wol Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Dur-O-wol Prod., Inc., 4500 E. Lombord St., BALTIMORE, MD. 
Dur-O-wal of I11., 119 N. River St., AURORA, ML. Dur-O-wal Prod. of Ala., Inc., 
Box 5446, SIRMINGHAM, ALA. Dur-O-wal of Colorado, 29th and Court St., 
















@ ready-to-use clean white 
plaster. Available in 

1, 2% and 5 lb. cartons, 

2, 5, 10 and 15 Ib. paper 
bags, 25 and 50 Ib. bags 
and 100 Ib. drums. 


__F 










becomes a solid part of the 
lumber. Available in 1 and 
5 Ib. cartons, 25 and 50 Ib. 

bags and 100 Ib. drums. 











not shrink or 
fall out. Available in 1 and 
5 lb. cartons, 5 and 25 lb. 
bags and 100 Ib. drums. 















ou'll stick with Consumers.” 
our wholesaler 


CONSUMERS GLUE CO. 


Since 1906 Pioneers in Adhesives and Dry Powders 





PUEBLO, COLORADO 0yr-O-wol Inc., 165 Utoh Street, TOLEDO, OHIO 
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1515 Hadley * St. Louis 6, Mo 
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Specifications and Market Data on Products You Can Sell 










new PRODUCTS 





Redwood Thin Paneling May Be 
Glued or Nailed to Walls 


A new cost-saving wall paneling called La Honda redwood 
thin paneling now is available. The panels are %” thick. They 
are precut to 8’ lengths and are produced in 4”, 6” and 8” 
widths. Manufactured from certified kiln-dried Simpson red- 
wood. La Honda paneling has tongue and groove joints for 
snug fit and fast installation. 

The panels can be glued or nailed to walls. The adhesive 
daubs may be placed on walls as shown in photo at right or 
on the back of paneling with a putty knife. The panels have a 
smooth milled finish on one side and a resawn surface on the 
reverse side so that either the textured or smooth surface may 
be left exposed. 

Market data. La Honda thin redwood paneling is prepack- 
aged in a dust-tight, rigid carton. One package of the 8” wide 
paneling provides enough paneling to cover an average interior 
wall (up to 78 square feet), maker says. The package units 
are compact and may be carried by one person. Dealer sales 
aids include literature. The paneling is an ideal item for both 
consumer and contractor sales. Simpson Redwood Co., Dept. 
AL, 1031 White Bldg., Seattle, Wash. 

Circle No. 202 on Handy Cover Card 


For more facts, use 
handy back cover 
coupon. 
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Introduces a New Line of Colored 
Aluminum Panels 


A new line of colored aluminum panels especially designed 
for patio and porch roofs now is available. The panels are 
produced by Bestile Mfg. Co. from Kaiser Aluminum Diamond- 
Rib sheet or standard embossed corrugated aluminum roofing 
sheet. Exterior surface of the panels facing the sun has a fac- 
tory-applied green prepaint treatment; the other side of the 
panel, facing the interior, has a colorful baked plastic finish. 
The panels are available in six colors. 

Bestile patio panels are produced in 50.3” widths of 8’, 10’ 
and 12’ long Diamond-Rib sections and in 26” widths of 
standard embossed corrugated aluminum roofing sheet. 

Market data. Suggested retail prices are 45¢ per square foot 
for the embossed corrugated pattern, 52¢ per square foot for 
the Diamond-Rib pattern. Available from distributors, the 
panels are primarily an item for consumer sale. Minimum dol- 
lar investment for a dealer is approximately $250. Dealer sales 
aids include instructions for installation and basic roof plans, 
a counter display and literature. Cooperative advertising allow- 
ances also are available. Bestile Mfg. Co., Dept. AL, Ontario, 
Calif. 
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All-Aluminum Cottages for 
Do-it-Yourselfers 


An all-aluminum cottage series just 
announced is constructed of aluminum 
Color-Craft panels. The panels are faced 
on two sides with aluminum and insu- 
lated with a thick cushion of Styrofoam. 
The panels, which interlock, are com- 
pletely interchangeable. The roof also is 
all aluminum. 

Any handyman plus one helper can 
easily set up the whole cottage in five 
days, maker says. The exterior walls of 
the cottage are available in either a 
leather-grain aluminum finish or in 
baked-on enamel pastel colors. The inte- 
rior walls are available in either one of 
several wood-grain finishes or in one of 
the exterior finishes. 

Market data. Suggested retail prices 


of the cottage series range from $2,500 
to $5,500. The Holiday model shown in 
hoto at left retails at approximately 
4,700. All of the models are ideal as 
vacation cottages or retirement homes. 
Electricity and plumbing are easily co- 
ordinated with the plans, maker an- 
nounces. A time-payment plan is avail- 
able to dealers whereby they can offer 
customers up to seven years’ deferred 
payment schedules, bringing the monthly 
payment to about $75 to $100. The cot- 
tages are primarily items for consumer 
sale and the panels are individually car- 
toned. Dealer sales aids include ad mats. 
Florida Industries, Inc., Dept. AL, 4503 
W. Alva St., Tampa, Fla. 
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Ah-h-hh. . Something New Again 
Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 


Portable Safety Gate and 
Window Guard 

Called Port-a-rail, a new portable safe- 
ty gate and window guard sets up in 
doors and windows without the use of 
screws and bolts. Port-a-rail installs 
quickly and easily with new spring-lock 
action. Slip-proof rubber tips hold it 
tightly in position. 

Sturdily constructed of kiln-dried oak, 
Port-a-rail is strong enough to support 
an adult’s weight; secure enough to keep 
youngsters safely confined and to pre- 
vent them from falling out of windows, 
says maker. 

Market data. Four models fit windows 
and doors from 28” to 36” wide. The 
models, which are packed in individual 
cartons, now are available from the 
maker. A suggested retail price of $4.95 
allows a dealer a full trade markup, it is 
said. Port-a-crib, Inc., Dept. AL, Ball- 
win, Mo. 
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HAND SPLIT SHAKES 


Wonderful for roofs, or walls, or in tasteful 


combination—unmatched for extérior design 


WE HAVE THEM IN | 


RESAWN SHAKES 


| 


tapersplit,% x % x 24” 


Furnished From our own plant 
Export and American Standards 


Send us your Inquiries 


24” light or heavy 
| 18” light or heavy 


| 24” light or heavy 
18” light or heavy 


Douglas Fir « West Coast Hemlock « Western Red Cedar 
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Wood-Burning Fireplace Can 
Be Painted Any Color 


The new Uni-bilt Cavalier is a full- 
sized: wood-burning fireplace that may 
be quickly and easily connected to an 
existing flue or a prefabricated chimney. 
It is ideal for installation in family 
rooms, recreation rooms or cottages. 
The fireplace also may be painted any 
color. 

Market data. Suggested retail prices of 
the Cavalier are $179 in the East, $189 
in the West. Available now from dis- 
tributors or direct from the maker, the 
Cavalier is an ideal item for both con- 
sumer and contractor sales. A new Cava- 
lier floor display now available to deal- 
ers includes a standard fireplace com- 
plete with screen and grate specially 
finished in red enamel, an electric log 
that adds life by simulating a glowing 
fire, a section of smokepipe and a color- 
ful display card that spotlights Cavalier 
features. Uni-bilt Div., Vega Industries, 
Inc., Dept. AL, E. Brighton & Glen 
Aves., Syracuse 5, N. Y. 
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Hammer with Screw-in Tips 


A new hammer with a fiberglass han- 
dle shaft assures a controlled impact and 
eliminates damage to work simply by 
attaching a selected hardness tip for each 
type job. Interchangeable screw-in tips 
are available in six color-coded hard- 
nesses that permit pounding on glass, 
clay, wood, ceramics and soft or hard 
metals without marking the material, it 
is said. 

Market data. Suggested retail price of 
the hammer without tips is $2.75. The 
tips retail for 50¢ and 75¢ each. The 
hammer, which now is available, is an 
ideal item for sale to the home handy- 
man. New Plastic Corp., Dept. AL, 1026 
N. Sycamore, Los Angeles 38, Calif. 
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speeds sales 
prevents damage 


OPAL makes selling 

screening easy! No 

more heavy, hidden 

inventories . . . no 

more snarling wire, clerks 

and customers. Opal’s new com- 
bination rack and screening offers 


help you these five important ways... 
DISPLAY 


Speed Turnover—Point-of-purchase display sells more 
merchandise. 

Save Time—OPAL'S ‘‘Marked and Measured" speeds dis- 
pensing right from the rack. 

Reduce Inventory—Through more efficient control of stock. 
Improve Service—Customers aren't kept waiting . . . you 
save time. 

Save Floorspace—Attractive, compact takes only 6-sq. ft. 
of floor space. 





Choose your Opal Screening Department now— 


Offer No. 1—Display Rack plus 10 100’ rolls of Opal Galvanized 
Screening (2534 sq. ft.) 

Offer No. 2—Display Rack plus 5 100’ rolls of Opal Aluminum 
Screening {1267 sq. ft.) 

Offer No. 3—Display Rack plus 5 100’ rolls of Opal Vinalume 
Screening (1267 sq. ft.) 

Offer No. 4—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Aluminum Screening (2534 sq. ft.) 

Offer No. 5-—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Vinalume Screening (2534 sq. ft.) 


NEW YORK WIRE CLOTH COMPANY 


BAO) 5 1 Ge od — Dh 
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DOORS 


NOW—YOU HAVE YOUR CHOICE OF 


A, Complete Combination Alumi- 
num Self-Storing Storm Door 
Units. 

B, tineals for you to assemble. 
important features: 

© Full one-inch door 

© Completely weather-stripped 

© Equipped with piano hinge or. 3 

stainless steel Oilite bearings. 
ee 


ee ee ae ee ee ee 





STORM WINDOWS 


We can ALSO furnish you with lineals for 
THREE types of completely weather-stripped 
combination aluminum Storm Windows: 


1. Two-track overlap 
2. Two-track blind stop 
3. Triple tilt 


Write, Wire or Phone Today 

Please send me information on the fol- 
lowing 

() Complete Storm Door Units 

[] Lineals for Storm Doors 

L] Two-track overlap Storm Windows 

) Two-track blind stop Storm Windows 

() Triple tilt Storm Windows 
Name 


Company 


STate 6-6364 
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All-Purpose Weather Strip 


A new gray vinyl weather stripping 
especially developed for doors and win- 
dows is announced. Named Swanseal, 
it is individually packaged in 18’ lengths 
with rustproof nails included. The new 
weather strip remains flexible and it 
won't shrink, crack or fade, maker states. 
Recause it conforms to any shape open- 
ing, it is easily installed to seal out dirt, 
dust, moisture, insects and noise. 

Swan Insulseal rubber, a new garage 
door weather seal, is especially designed 
to seal out snow and rain. It also is said 
to shape easily to uneven surfaces and 
is easy to install. 

Market data. Swanseal weather strip 
retails at 98¢ for 18’ lengths. A three- 
color counter merchandiser available to 
dealers without additional cost holds 16 
packages. One package is sufficient for 
weather-stripping an average door or 
window. Available now from hardware 
distributors, Swanseal weather strip is 
primarily an item for consumer sale. The 
minimum dollar investment for a dealer 
is $10.56. 

Swan Insulseal garage door weather 
strip is packaged in 9’ and 16’ lengths 
with nails included. Suggested retail 
prices are: 9’, $2.75; 16’, $5.25. The Swan 
Rubber Co., Dept. AL, Bucyrus, Ohio. 
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Easy-To-Apply Termite Shields 


Quaker State Metals Co. announces 
new preformed termite shields and pier 
caps, fabricated in aluminum or gal- 
vanized steel. They have a 2” turned- 
down flange of 45° on one or two edges. 

Market data. Preformed miters make 
application of the new termite shields 
and pier caps easy and virtually elimi- 
nate cutting on the job, maker an- 
nounces. They are available in a variety 
of sizes to fit any job, it is said. Quaker 
State Metals Co., Dept. AL, Lancaster, 
Penna. 
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New 1,” Sheathing Is Applied 
Without Corner Bracing 


A %”-thick fiberboard sheathing of ex- 
ceptional rigidity is designed to cut 
building time and application costs. Mar- 
keted under the name of Rigidwall, the 
new sheathing meets FHA requirements 
for application without corner bracing. 
Rigidwall is asphalt-impregnated and it 
is available in 4’x8’ and 4’x9’ sizes. 

Market data. The unusual strength 
and rigidity of Rigidwall enables it to 
be handled easily and scored and 
snapped cleanly, according to maker. 
Minimum on-the-job waste is reported. 
Asbestos-cement or wood shake shingles 
can be applied directly to the new 
sheathing without wood nailing strips, 
says maker. Barrett Div., Allied Chem- 
ical Corp., Dept. AL, 40 Rector St., 
New York 6, N. Y. 
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Adjustable Stop Gauge Fits 
Bench and Radial Saws 


The new No. 21 adjustable stop 
gauge is ideal for use on radial and 
bench saws to assure accurate cutting 
of wood stock. It can be set to an ex- 
act measurement on the scale graduated 
with 1/16” markings. It enables a hobby- 
ist or carpenter to cut precise lengths of 
wood quickly and accurately. The gauge 
body is cast of durable lightweight 
aluminum; the graduated scale bar is 
made of steel that travels in an accu- 
rately machined slot. The stop gauge 
fits all bench, radial and swing saws, 
maker states. It also is easy to install 
or remove. 

Market data. Suggested retail price of 
the No. 21 adjustable stop gauge is 
$5.95. Offering a dealer discount of 
334%4%, it is available direct from the 
maker. L. Stahl, Dept. AL, 3166 Wads- 
worth, Saginaw, Mich. 
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Has Non-Wax Floor Finish 


A clear, non-wax floor finish for 
homes, flagstone terraces and _ walks, 
gymnasium floors, public waiting rooms 
and bowling alleys is announced. It is 
said to be brighter, lighter and never 
needs scrubbing or washing. 

Market data. The new non-wax floor 
finish is recommended by the maker for 
use wherever floor traffic is ‘heaviest. 
It is very easy to apply with a brush 
or roller. One gallon will cover 350 
square feet. The new floor finish is an 
ideal item for both consumer and con- 
tractor sales. Adelphi Paint & Color 
Works, Inc., Dept. AL, 8600 Dumont 
Ave., Ozone Park, N. Y. 
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BETTER BUY 


LRE@CDINV 
“Removable 
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Your customers can’t buy better windows at any 

price. All wood windows provide better insulation 

than metal units. Few wood windows come up to 

R-O-W millwork quality. No other windows have 

the R-O-W spring mechanism permitting either in- 

stant removal or constant pressure-seal. No other 

windows have the exclusive, finger-pressure LIF-T- 

. 4 LOX balance. Your customers pay no more for these 
ppd ro - a laa i. extra features than for other quality windows lacking 

es ee these features . . . built-in customer satisfaction. 


Build Repeat Business With R-O-W “Better-Buy” Windows 


R-O-W SALES COMPANY ~- 1306-10 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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ideal Latch Solves Inswinging 
Door Problems 


A practical, easy-to-apply inswinging 
door latch for combination and jalousie 
doors is announced. Only three “%4” 
holes are needed for installation, says 
maker. The latch is held by two through 
bolts; all rotating surfaces operate on 
self-lubricating Bronze Oilite Bearings. 
A key operated cylinder can be added 
at installation or later and can be 
master keyed, it is said. The latch has 
an inside locking slide button. It will 
fit stiles as narrow as 1%” and doors 
%” to 1%” thick. 

Market data. The inswinging latch 
has a triple-treated finish consisting of 
an iron phosphate cleaner, a pigmented 
enamel finish and an all-purpose pro- 
tective finish of clear Epoxy enamel. A 
new special bracket for adaptation of 
the door closer for inswinging combina- 
tion and jalousie doors also is available. 
The door latch and bracket are ideal 
items for both consumer and contrac- 
tor sales. Ideal Brass Works, Inc., Dept. 
AL, 250 East Sth St., St. Paul 1, Minn. 
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Homes Appear Longer, Lower 
with New Siding Shingle 


Called Glatex Contempora, a new, 
narrower asbestos cement siding shingle 
has been added to U. S. Gypsum Com- 
pany’s line of exterior products. Fea- 
turing a Shadow-Accent design, each 


shingle has a shadow line durably col- 
or-toned on it to lengthen exterior lines 
even more. Glatex Contempora shingles 
are die-cut to precision dimensions 
of 9-%” x 27-5/16” and they have a 
1” headlap with 8%” exposure. The 
shingles are manufactured to last the 
life of the home, maker states. 

Market data. Soot, smudge, dust and 
dirt may be simply wiped off the china- 
like finish of Glatex Contempora. The 
shingles also are fireproof and weather- 
proof to give all-around protection to 
the home. The shingles now are avail- 
able in four colors: accent white, light 
blue, green and yellow. They are an 
ideal item for both consumer and con- 
tractor sales. U. S. Gypsum Co., Dept. 
AL, 300 W. Adams St., Chicago 6. 
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Universal Closet Rod Support 


The new Universal Closet Rod Sup- 
port can be used with any existing shelf 
brackets, converting them into closet 
rod supports, maker states. Made of %” 
heavy wrought steel, zinc-plated, a pair 
of these supports will hold closet rods 
with normal clothing weights, maker 
says. They also can be used without 
shelf brackets simply by affixing them 
to existing shelves with two screws. 

Market data. The rod supporis have 
a suggested retail price of 50¢ to 60¢ 
per pair. Literature is available to deal- 
ers. Griffin Mfg. Co., Dept. AL, 1515 
Cherry St., Erie 6, Penna. 
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Introduces 36” Electric Ranges 


Athens Stove Works has just intro- 
duced two new 36” electric ranges in its 
Vesta line. Designated as the Smart Set 
models, both a de luxe and a standard 
range feature four micro-tube surface 
units, three 1250-watt and one 2100- 
watt (right front), with seven-heat ro- 
tary switches and indicator light. The 
oven thermostat also has indicator light 
and heat selector switch for setting at 
“off”, “preheat”, “bake” and “broil”. 

Built of porcelain enamel throughout, 
the oven-broiler has rounded corners for 
easy cleaning with smokeless porcelain 
enamel broiler pan and rack. Oven di- 
mensions are 16” wide, 13” high and 19” 
deep and the oven is fitted with two ad- 
justable bright-plated racks. The new 
ranges also have extra large storage 
space with three storage drawers at 
upper left and bottom. 

Market data. De luxe model No. 55- 
E-128 shown in photo above also fea- 
tures superbly styled gold panel for 
controls and chrome trim. Available 
now direct from maker, both the de luxe 
and the standard models are primarily 
items for consumer sale. Dealer sales aids 
include national advertising and catalog 
sheets. Athens Stove Works, Inc., Dept. 
AL, Athens, Tenn. 
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Develops a Deglossed Decorative Laminate 


Swedlow, Inc., announces a deglossed decorative laminate 


that requires no brushing to achieve a low-reflective, satin 
finish. A matte-finish polyvinyl alcohol casting film replaces 
the old mechanical methods, says maker. Called Kevinite’s No. 
27 Furniture Finish, it has all the appeal and warmth of real 
wood. Photographs at left illustrate how unnatural reflections 
are all but eliminated with the use of a degloss surface for 
paneling, cabinet work, table tops and furniture. 

In addition to its regular line of Kevinite woodgrain patterns, 
Swedlow has added honey birch and cherry. 

Market data. A flexible, decorative laminate composed of im- 
pregnated core papers and an overlay of hard thermosetting 
resin, Kevinite is available in rolls and sheets 30” and 36” wide. 
Suggested retail prices range from 48¢ to 52¢ per square 
foot; the retail markup on cost is 100%. Available from floor 
covering distributors, Kevinite is packaged in 30’ long rolls. 
It is primarily an item for consumer sale. Minimum dollar 
investment for a dealer is $25 per roll. Swedlow, Inc., Dept. 
AL, 394 N. Meridian Road, Youngstown 9, Ohio. 
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Newest sell flooring! 


way to 


Famous interior designers working with Flintkote's 
patterns are creating new designs your customers will want to see! 


Fall Collection of 





Virginia Whitmore Kelly and Eugene 
Tarnawa—famous interior designers— 
stand before designs they created with 
Flintkote’s Tile-Tex® flooring patterns. 

Each design is bright, new, excitingly 
different—the kind of style and color 
blend that breathes wake-up life in all 
kinds of interior settings. 

It’s high fashion tied to flooring—the 
kind of association that can do wonders 
for your sales curve. And Flintkote’s 
Fall Collection is just the start! Other 
Collections—timed for seasonal selling 
—will follow. 

Powerful Advertising supports the 
promotion! Campaign includes full- 


color spreads and pages in Better 
Homes & Gardens, Living for Young 
Homemakers and House and Garden. 
Plus Flintkote’s advertisements in Life 
and Saturday Evening Post. 

Sales Promotion too! In Flintkote’s 
Fall Collection Kit are reprints, ban- 
ners, display ideas—everything you 
need to make your store the decorating 
idea center for flooring in your area. 
For your Kit and full details, see your 
Flintkote Flooring Representative or 
write: The Flintkote Company, Floor- 
ing and Adhesive Division, 30 Rocke- 
feller Plaza, New York 20, New York. 


America’s Broadest Line of Building Products 


October 12, 1959, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 


FLINTKOTE 


TILE-TEX PRODUCTS 
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Here’s why 
stocking Insulite 
Ceiling Tile 

will help build 
your sales 

and profits 


New Insulite program sells the contractor... 
sells the do-it-yourselfer! 


UP 30% EACH YEAR! That’s the story of ceiling tileboard 
sales! And the dealers who are stocking and displaying 
Insulite tileboard are reaping the benefits— because Insulite 
complete sales and advertising program is developing the 
two prime markets for them—contractors and do-it-your- 
selfers. And it’s increasing volume in related items. 
INSULITE comprehensive sales help program can help 
you increase your share of this profitable business. BETTER 
HOMES & GARDENS tells and sells the Insulite story to the 


The pay-off is in your showroom—where 
the customer comes for help and the ma- 
terials he needs for remodeling. This dis- 


play can work for you! after remodeling. 


Individualized presentation book helps 
contractors close remodeling jobs. Packed 
with helpful photographs taken before and 


homeowner, the do-it-yourselfer. And YOU—the lumber 
dealer—are featured in every advertisement as the one to 
see about remodeling. Insulite “Stop that Noise’ cam- 
paign is a real stopper. The advertisements are in beautiful 
full color . . . and they’re backed by a solid program of 
follow-up sales aids for you and your remodeling contractors. 

Display Insulite Tile now and cash in on the big Insulite 
selling program. See your Insulite representative or write 
Insulite, Minneapolis 2, Minnesota for complete details. 


Insulite builds business and loyalty 
with your contractor customers through 
sales contacts and local meetings tailored 
to your individual needs. 
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National advertising program in 
BETTER HOMES & GARDENS pinpoints you 
the lumber dealer—as the one to see 
about remodeling plans. 


sells easy...sells fast...stays sold 


INSULITE. 


}| Insullite Division. Minnesota and Ontario Paper Company, Minneapr 


your HOME 


d 


Stocking and displaying Insulite Ceiling 
Tile has boosted this dealer's business 50%. 
The Insulite advertising and selling program 


lumber dealer. can do the same for you! 
Circle No. 57 on Handy Cover Card 


program by Insulite 
is preselling your contractor and builder pros- 
pects now . . . directing the business to you, the 
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as Ce orig 
Low-Cost Plastic Floor Tile 


A new, low-cost floor tile for residen- 
tial use only is known as Decorlite. It 
is designed to create economical floors 
of unusual beauty. Six patterns com- 
bining pigmented color with random 
cork background are available to blend 
perfectly with any decor. 

Decorlite is composed of a genuine 
cork base with a permanently laminated 
clear, prestressed vinyl surface. The 
base is protected by the manufacturer’s 
Aquabloc treatment, it is said. Tile 
size is 9”x9” in 3/32” gauge. 

Market data. Decorlite tile is packed 
45 square feet (80 pieces) to the carton 
and is available in almond, pudding- 
stone, snowflake, brick-bits, star-jade and 


gold-rush patterns. Suggested retail price 
is approximately 60¢ per square foot. 
The tile is available from floor cover- 
ing distributors. It is especially de- 
signed for both consumer and contrac- 
tor sales. Dealer sales aids include a 
specification sheet showing all patterns 
in full color. Dodge Cork Co., Inc., 
Dept. AL, 11 Laurel, Lancaster, Penna. 
Circle No. 217 on Handy Cover Card 


Out-of-Plumb Problem 


A new louvered bifold door which 
corrects for frames that are out of 
plumb is announced. The new bifolds, 
which are available in 2 and 4-door 
units, adjust to width and height any 
time after installation, says maker. They 
are especially designed for remodeling 
jobs in homes where out-of-plumb walls 


and frames may exist. Other features 
designed to speed installation are: re- 
movability of the doors, new expansible 
jambs and factory-applied hardware. 
The doors, which may be removed for 
cleaning and painting without any ad- 
justment of hardware, also may be hung 
after the frame is installed. 

The expansible jambs fit all walls 
from 4%” through 5%”. The doors are 
6’8” high, 14%” thick and fit six nominal 
width openings. The bifold units are 
completely cartoned with jambs, stops, 
knobs, aligners and concealed hardware, 
which is factory-applied. A 2-door unit 
for a 36” opening lists at $33.71. The 
Crestline Co., Dept. AL, Wausau, Wis. 
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Fastest Dealer Service 





Special arrang ts will speed your 
inquiry to the manufacturers. See the 
back cover for the first really conven- 
ient card for one-stop shopping. 





INTERIOR HYDRAULIC DOOR CLOSER 


ONLY $ 79° 


_NEW 


COMBINES ALL THE FEATURES AND QUALITY FOUND 
IN EXPENSIVE COMMERCIAL HYDRAULIC CLOSERS AT 
A FRACTION OF THE PRICE 
Here is an interior hydraulic closer that gives your customers 
more value, quality and style than any other sold. 

Means more sales for you, too! Reason is simple. 


It is a top quality hydraulic closer with every feature found in 
more expensive commercial closers, at one-half to one-third 
the cost. This combined with several exclusive features—fin- 
gertip latching adjustment and streamlined styling—makes the 
Illinois Glidraulic Model 20 your hottest buy today. Order your 
supply now! 


THE ILLINOIS LOCK COMPANY 


803 South Ada Street * Chicago 7, Illinois 











ILLINOIS tf 


GLIDRAULIC 


Pat. Pend, Reg. U.S. Pat Off, 
Model 20 
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Georgia-Pacific Family-Proof Paneling 








Here’s genuine hardwood plywood paneling that adds : Georgia-Pacific, Dept. ALBPM1059, 

new distinction to a home, yet stands up to family living! | Equitable Bldg., Portland, Ore. 

That’s why your remodeling customers want Georgia- i Please send me [J information on Georgia-Pacific 
Pacific Family-Proof Paneling. Quick and easy to install, Family-Proof Paneling. 

it’s guaranteed for the life of the home. (1 details on new floor display 


“Family-proof”’ finish protects the wood more com- 
pletely than any other finish ever developed. Bd 


Resists scuffs, soil, stains. Fingermarks, crayons, ink, 
paint wipe off. Hair tonic, household chemicals, hot rum 


grease, boiling water are harmless. ae 
ress. 


For complete information on Family-Proof Paneling, 
call your local Georgia-Pacific source or write today. b « Clhiaateniniiphtiiiaiiinasinnsiatinn, COs 


See the Georgia-Pacific exhibit in NRLDA show—booth #1034 





SRGIA-PACIFIC PRODUCTS 


Handsome display makes it easy for your customer to 
Ose the Telaclalem sae @ like best.B samples, illu 
Takehicie MlaLaelichaelamas:) narencie literature to help her 


+ 


in. Display sta 6’ wide y 6’ ] high by 29” deep 
































Chicago builders get greater crack resistance at no extra cost with the 


mS KEYMESH KEY 


Lasting beauty and low maintenance are built 
into the new Williamsburg Apartments located 
in Chicago, Illinois. That’s because greater 
plaster-crack resistance is assured by reinforc- 
ing the lath and plaster walls. 

Valenti Builders, Inc., Chicago, found it cost 
no more to get this extra reinforcing quality. 
By specifying Keymesh, Keycorner and Key- 
strip galvanized reinforcing lath, the builders 
got top quality reinforcement with greater resis- 
tance to cracks and fire: 





Tiled bathrooms in the Chicago project have lasting beauty 
with KEYMESH reinforcement. The portland cement plaster 
reinforced with Keymesh provides a strong, maintenance- 
free base for the tile. You'll find Keymesh makes any gyp- 
sum lath and plaster wall stronger and more crack resistant. 
Keymesh rolls out flat and laps without bulging . . . forms 
easily and cuts quickly. The open mesh permits rapid trowel- 
ing and assures a full, even thickness of plaster. Keymesh, 
Keycorner and Keystrip are galvanized against rust. 








KEYSTRIP is a new addition to the Keystone line of 
plaster reinforcement. Here, this flat strip rein- 
forcement is stapled over joints where narrow 
strips of gypsum lath are used. This use of Keystrip 
adds strength where needed. 


KEYSTRIP can be used as a reinforcement for plaster 
in a space too narrow for strips of gypsum lath. A 
full bond of Keystrip to the plaster is assured. Key- 
strip also adds strength to points of stress above 
doors and windows. 





three keys to stronger plaster 


KEYSTRIP si" 


r 


Inside plaster corners reinforced with KEYCORNER 
lath have almost twice as much resistance to crack- 
ing as corners reinforced with other materials. Re- 
cent tests and actual use confirm this feature. 

The men working on the Williamsburg Apart- 
ments, as on other jobs, found the preformed, 4- 
foot lengths of Keycorner easy to handle. Key- 
corner goes into place quickly and can be nailed 
or stapled. The open mesh design makes it easy to 
plaster over and assures a complete bond. 


Get quality wall construction with lath 

and plaster at low cost by specifying 

the three keys Keymesh, Keycorner 

and Keystrip. Send for more complete 

information and results of recent tests KEYSTONE STEEL & WIRE COMPANY 
conducted by leading laboratories. Write Peoria 1, illinois 

Keystone Steel & Wire Company, Keycorner - Keymesh - Keystrip - Keywall - Keydeck - Welded Wire Fabric 
Peoria 7, Illinois. 
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Burglar-Proof Window Lock 


Called the Trojan, a new burglar- 
proof window lock permits ventilation 
and provides safety without the possi- 
bility of entry by a prowler. Lower sash 
can be raised and locked from closed 
position to an opening of 8”. The Tro- 


jan has a positive locking position every 
2” up to 8”. It is free acting on down- 
ward motion of sash. 

Market data. The lock may be in- 
stalled on either right or left of any 
double-hung window. It’s an ideal item 
for sale to the do-it-yourselfer. Sug- 
gested retail price is 98¢ each. Foldo 
Products, Dept. AL, 5846 Haverford 
Ave., Indianapolis 20, Ind. 
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Do-It-Yourself Garage Door 


A new do-it-yourself, price-line pack- 
age of overhead garage doors is an- 
nounced by Washington Door Co. Six 
overhead styles, three single-car and three 
double-car doors, are available. 

A customer can choose the door he 
wants, complete with instructions and 
simple drawings for installing it himself. 
The manufacturer also offers to supply 
primed doors, when specified, ready for 
final painting. 

Balanced spring principle and friction 
ball bearing rollers combine to make 





i 


f/ TeLew 


“GOLD MEDAL” QUALITY 
Specefy 
PICKERING! 


Only the finest of mature growth, 
altitude timber goes into the pro- 


duction of our lumber. 
manufactured, 


accurately 


it is well 
graded 


ond carefully loaded in clean cars. 
Don't be satisfied with less than 
Pickering “‘Gold Medal'’ Quality. 


PICKERING LUMBER CORPORATION 


Standord, California (Near Sonora, Calif.) 


MILLS: Pickering Lbr. Corp. 
West Side Lbr. Co. Div. 


Telephones: Sonora JE 2-714) 
Tuolumne WA 8-4213 
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Standard, Calif. 
Tuolumne, Calif, 


TWX: Sonora 116-U © 





opening and closing the Washington sin- 
gle-car door shown in the photo at left 
an easy task, maker states. The plated 
door handles and rust-resistant hardware 
are standard on all door styles. The 
dowel and glue construction throughout 
permits door sections to be replaced in- 
dividually, if damaged, maker announces. 
This saves a homeowner the cost of 
buying an entire new door. 

Market data. Usual retail markup on 
the new package garage door line is 
about 30%. Available from distributors 
or direct from maker, the doors are ideal 
as items for both consumer and contrac- 
tor sales. Minimum dollar investment for 
a dealer ranges from $500 to $5,000. Lit- 
erature is available. Washington Door 
Co., Dept. AL, 8830 McNichols Road, 
Detroit 21, Mich. 
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Mount Locks in Less Than 
Three Minutes 


A new lock mounting tool set enables 
a do-it-yourselfer to install locks in less 
than three minutes, maker states. The 
adjustable metal jig works equally well 
on any standard door thickness and in- 
sures a square mounting every time, it is 
said. Cylinder hole bits are available in 
sizes from 14%”, 142”, 1544”, 1%”, 2” and 
2%”, depending on the type lock being 
mounted. These also can be used with 
special lead pilots to expand existing holes 
to mount modern locks. 

Market data. Suggested retail prices of 
the sets range from $10 for the 144” to 
about $13 for the 2%” size. Available 
direct from the maker, the sets are ideal 
items for both consumer and contractor 
sales. Time Saver Tools, Inc., Dept. AL, 
27 East Park Ave., Mundelein, III. 
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Develop a Mighty Adhesive 


Improved installation of rubber tile 
and all-vinyl tile on concrete subfloors 
on-and-below grade is possible with the 

(continued on page 98) 
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IRUSCONOMY 


New economy line offers traditional Truscon quality at low purchase price 


Great new products—designed especially for today’s home 
building market—with excess costs engineered out and Truscon 
quality built in. That’s Trusconomy—Truscon’s brilliant new 
economy line of metal windows and doors. 


~ 
NEW! Series 500 Aluminum Awning Window. Loaded with 
—_— features usually found only in the highest priced merchan- 
ise. Sturdy, substantial operators. Top vent moves down and out, 
away from the frame, leaves space to reach through for washing 
from inside. Beautifully finished. A window you'll be proud to 
show. Low purchase price buys it. 


NEW! Aluminum Horizontal Sliding Window, Series 700. 
Nothing flimsy about this beauty. It’s rugged. And it’s graceful. 
Glides easily, weathers wonderfully. Sash slips out for easy wash- 
ing from inside. It’s a window you'll be proud to demonstrate. 

Trusconomy applies throughout Truscon’s big line. Twenty-five 
warehouses assure prompt, on-time shipment. There's new “go” 
in Truscon. Try it. You'll approve. 











REPUBLIC STEEL CORPORATION 
TRUSCON DIVISION 
DEPT. C-8113-A 
Se Pu BLIC STEEL 1058 ALBERT STREET » YOUNGSTOWN 1, OHIO 
® Please send me more TRUSCONOMY information: 


TRUSCON DIVISION O Series 500 Aluminum Awning Window 


0 Aluminum Horizontal Sliding Window 





Youngstown 1, Ohio Name Title 
Firm 


NAMES YOU CAN BUILD ON Address 








Zone_____ State 








SELF-LOCKING 


EASY HANG perforated 
board fixtures! 


Faster 


€asiel 


more positive 


locking 


without clips! 


Bubble-packed and 
Card-mounted packaging. 


The most popu- 
lar Easy Hang 
Fixtures—24 
items—are now 
packaged on 
Card-mounted 
or Bubble- 
packed on | 
Cards to assure quic 
identification . . . stimu- 
late self-selection . . . de- 
velop volume sales. 


merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21” floor space. 
Drop-shipped, pre- 
paid, Call your job- 
ber or write today. 


LTILEEER Fe 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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use of a new adhesive, named Epoxy, 
and a companion primer, maker says. It 
may be used on above-grade slabs as 
well, it is said. 

Epoxy No. 7 is a two-part adhesive. 
When mixed, a chemical action takes 
place so that when the adhesive is ap- 
plied and the tile installed on the con- 
crete area, a lasting bond is formed. It 
is packaged in attractive containers 
which give mixing and installation in- 
structions. Epoxy Primer No. 6 is de- 
veloped for use with the adhesive and is 
especially useful where the concrete 
subfloor is dusty, chalky or damp. 

Market data. Both adhesive and prim- 
er come in two sizes each in two parts: 
full unit of .92 gallon or in quarter 
unit of .92 quart. Retail price of full 
unit of adhesive is $16; a quarter unit, 
$6. A full unit of primer retails for 
$14.20; quarter unit, $4.90. Available 
from distributors, the adhesive and prim- 
er are ideal items for contractor sale. 
Full unit of adhesive covers about 250 
square feet; full unit of primer covers 
300-500 square feet. Milmark Labora- 
tories, Div. of Mastic Tile Corporation 
of America, Dept. AL, P. O. Box 128 
Vails Gate, N. Y 
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Slide Door Medicine Cabinet 


In addition to its large 39”x27” plate 
glass mirror area, the Big 80 Slide Door 
Medicine Cabinet has approximately 4,- 
000 cubic inches of storage space. 
Construction features include: one 
piece drawn seamless steel twin bodies, 
bonderized after forming, polished stain- 
less steel frame. The Big 80 has razor 
blade slots, stainless steel toothbrush 
holders, eight glass shelves. A_ special 
coating on mirror back protects silver- 
ing. Light fixtures with plastic shades 
carry UL inspection label. 

Market data. Suggested retail price 
of the Big 80 (Model 7880-35) in 
photo above is $120. Available now, it 
is packaged one cabinet per carton. It 
is an ideal item for home remodeling 
or new construction sale. Dealer sales 
aids include an easy-to-assemble medi- 
cine cabinet display. F. H. Lawson Co., 
Dept. AL, Evans & Whateley St., Cin- 
cinnati 4, Ohio. 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con- 
sult them on your next requirements. 





*Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manuf: ers Appalachian Hardwood Lumber 











Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Ocak, Wainut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Lavan Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Oak and Maple Strips and Laminated Block and 
Special Pattern Flooring. 





* Member Appalachian Hardwoods 
Manufacturers, Inc. 


elwoays specify 
APPALACHIAN HARDWOODS 
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NAIL 
DOWN 
MORE 
SALES 

TO 
BUILDERS 
WITH 





BARRET 


LL , RIGIDWALL 


SHEATHING 


RIGIDWALL' 
SHEATHING 


EXCEEDS F.H.A. STANDARDS! CUTS BUILDING TIME AND COSTS! 


Important savings are possible for your builder customers 
when they apply Barrett RIGIDWALL. This super-strength 
fibreboard sheathing permits the omission of certain old- 
fashioned procedures which slow down building jobs and 
cost money in time, labor and application costs. 

Racking tests prove that RIGIDWALL is stronger than 
FHA requirements for application without corner bracing. 
No nailing strips are needed when siding shingles are ap- 
plied. RIGIDWALL handles easily, scores and snaps cleanly, 
saves time on every start, gives you less waste. 


RIGIDWALL is made by Barrett’s exclusive Chem-Fi 
} Trade Mark of Allied Chemical Corporation 


District Sales Offices: 
1327 Erie St., BIRMINGHAM 8, Ala.: 
Merchandise Mart, CHICAGO 54, Ill.; 
3121 Euclid Ave., CLEVELAND 15, 
Ohio; 323 South 67th St., HOUSTON 
11, Texas; 261 Madison Ave., NEW 
YORK 16,N.Y.; 36th and Grays Ferry 
Ave., PHILADELPHIA 46, Pa.; 764 
Vandalia St., ST. PAUL, Minnesota. 
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process that brings the fiber strength of natural wood to 
insulating board, and is asphalt-treated to provide pro- 
tection from weather during application. These large pan- 
els go up fast. Despite their economies, they produce a 
more soundly constructed and a more rigid wall than most 
other types of sheathing, and have two to three times the 
insulating value of plywood. 

You can use all these advantages of RIGIDWALL to in- 
crease your sheathing sales to builders. Tell your building 
customers about them! For samples and full information, 
call your Barrett representative or write us direct. 


hemical 


BARRETT DIVISION 


40 Rector St., New York 6G, N. Y. 
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w PERMANENT siaerr 





Dust-On Colored Concrete Cards 


A new color card showing a recently 
expanded line of eight attractive Dust- 
On Colored Concrete colors now is 
available free of charge. The card fea- 





Compact Packaging for Doors 
The Alumiline Corp. has developed a 


Roller and Brush Department 


A new Wooster-MagiKoter, three- 
section merchandiser has been given a 
modern look with a_ black-and-gold 
decor. Each of the three sections may 
be used individually as counter mer- 
chandisers or assembled as shown in 
photo above into one complete floor- 
type unit. 

Pure Bristle and Exploded-Tip Brush 
sections each hold a complete selection 
of the most popular sizes and _ styles. 
Roller section displays 7” and 9” frames 
and roller covers. Paint trays can be 
displayed below. 

The newly designed unit provides a 
dealer with a compact presentation of 
his painting tool line. Slanted shelves 
put each item within full view and easy 


new, compact packaging unit for its he 
of aluminum doors. The words, “right 
side up,” are clearly printed on the out- 
side of the package to make it easier for 
an installer to unpack a door. In photo 
above, general sales manager Philip 
Hecht is shown demonstrating the con- 
venience of a separate hardware com- 
partment constructed at the top of the 
package. 

The new packaging unit for Alumi- 
line doors is colorfully printed in two 
colors to lend itself to more attractive 
display in a dealer’s showroom. The 
doors are available in Gold Lite, Blue 
Lite, Black Lite and Red Lite as well as 
Clear Alumilite. The Alumiline Corp., 


tures eight large chips, illustrates many 
consumer uses for Dust-On and gives 
detailed directions on how to apply it. 
When opened to its 19’x3%4” size, the 
card with its prepuached hole in the top 
makes an excellent hanging wall chart. 

Dust-On is said to turn dull, gray 
surfaces into permanent rich-looking 
colorful areas. It may be floated or 
troweled on top of fresh concrete. Dust- 
On provides a quick, easy way to 
brighten up sidewalks, patios, driveways 
and recreation rooms. Easy to apply, 
Dust-On is an ideal item for sale to do- 
it-yourselfers. Tamms Industries Co., 
De AL, 228 N. LaSalle St., Chicago 
1, UL 


reach of customers. The Wooster Brush Dept. AL, Dunnell Lane, Pawtucket, Circle No. 226 on Handy Cover Card 
Co., Dept. AL, Wooster, Ohio. R. 1. 
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Build Winter Sales with Sterling Halite 


A specially processed mineral rock salt for melting away 
dangerous snow and ice, Sterling Halite is an ideal item for 
sale to homeowners as well as automobile owners. Halite 
keeps steps, driveways, sidewalks and parking areas clear of 
snow and ice, says maker. Car owners can carry it in their 
automobile trunks to provide extra ballast and to sprinkle 
under rear wheels for instant traction when the car is stuck. 

A free folder of “Merchandising Ideas” to help you sell 
more Halite all winter long may be obtained by writing to the 
manufacturer. Thirty-sheet posters, which have a big repro- 
duction of the Halite package on them, stress the theme, 
“Sterling Halite Melts Danger Away.” Among other point-of- 
sale material now available to dealers are colorful banners, 
serene reproductions of outdoor posters and handout leaf- 
ets 

Sterling Halite is attractively packaged in bright red, white 
and blue bags. It is available in 10-pound bags (6 to a bale), in 
25-pound bags with carrying handle and in 100-pound bags. 
International Salt Co., Inc., Dept. AL, Scranton, Penna. 
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OPPORTUNITIES 
UNLIMITED 

















with JOHNS-MANVILLE [F)/A\RD [BOARD 


There’s a big expanding market ahead, 
in scope and volume, for the sale of 
Johns-Manville Hardboard to home me- 
chanics, home improvement contractors 
and new home builders. Strong, tough and 
easy to handle, J-M Hardboard is a dense, 
homogeneous building panel that finds 
many uses both in home improvement 
and new construction. 


J-M Hardboard comes in five different 
types ...in thicknesses 4” to 4”... in 
4’ widths . . . in lengths all the way from 
2’ to 12’ depending on type of panel. 
With this variety in types, thicknesses 
and sizes, customers can select just the 


right panel that best fits their needs. 


Because Johns-Manville has a complete 
line of insulating-board building products 
and nationwide distribution facilities, you 
can combine orders for J-M Hardboard 
with your insulating-board needs. You 
keep your warehouse investments at a 
minimum, while enjoying a _ profitable 
turnover from volume sales to your cus- 
tomers. 

For complete information about how 
J-M Hardboard can develop volume sales 
for you, see your Johns-Manville repre- 
sentative. Or write: Johns-Manville, Box 
111, New York 16, New York. 








Five types of J-M Hardboard 
for literally hundreds of uses 


Standard Hardboard — for in- 
terior uses, such as walls, 
built-ins, cabinets, etc. 


Tempered Hardboard — for all- 
purpose interior or exterior 
uses. 


Perforated Hardboard — both 
Standard and Tempered 
types. Panels perforated 
with 1” holes on center. 


Paneiboard—for wall and ceil- 
ing applications. 


Underlayment — for wood sub- 
floors or over old wood floors 
for application of floor tile 
or other materials. 








JOHNS-MANVILLE JM 


PRODUCTS 
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new LITERATURE 


Time-Saving Card—See Back Cover 


Aluminum chain link fencing for highways, parkways, school 
and civic recreational areas, air fields, industrial plants and 
power industry facilities is the subject of a fully illustrated 
brochure now available. The 12-page booklet describes and 
illustrates various fence components and accessories available 
and discusses design considerations of aluminum fencing. 
Kaiser Aluminum & Chemical Sales, Inc., Dept. AL, Kaiser 
Bldg., 1924 Broadway, Oakland 12, Calif. 

Circle No. 228 on Handy Cover Cord 


Side Transfer Warehouse Device. A new three-color four- 
page brochure describes a new concept of material handling, 
called the Stow System. The system is said to cut wasted ware- 
house aisle space 50% and more by eliminating the 90° turn 
of the fork truck. The Stow attachment fits any standard 
counter-balanced fork truck and permits operators to handle 
skids, skid boxes, dies, pallets and "saegermmanid any load 
customarily accepted by a fork truck, maker announces. Equip- 
ment Manufacturing, Inc., Dept. AL, 21550 Hoover Road, 
Detroit, Mich. 

Circle No. 229 on Handy Cover Cord 


“Sell Swan for Top Profits” is the title of a new catalog, 
which describes and Titustrates in full color the complete line 
of Swan rubber and plastic garden hose. Included in the 
four-page catalog are 14 models in plastic and 8 hose models 
in rubber plus Swan all-plastic Grass Stop. Copies of the 
catalog may be obtained by writing to Swan Rubber Co., 
Dept. AL, Bucyrus, Ohio. 
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Polyethylene Sheeting. A new catalog, entitled “How to 
Build Bone Dry Basements”, fully describes how to apply 
sheets of Kordite to the outside of basement walls so as to 
prevent moisture seepage or damage. Liberal illustrations in- 
dicate the step-by-step procedure. The catalog may be ob- 
tained by writing to Kordite Corp., Building Products Div., 
Dept. AL, Macedon, N. Y. 
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Weatherstrip. A new, fully illustrated 24-page catalog de- 
scribes the maker’s complete hardware line of weatherstrip. 
Included are such items as door and window sets, wood and 
felt, metal and felt, door bottom and sponge adhesive types of 
weatherstrip. Also prominently described is the new Dennis 
Jamb-Tite wood and aluminized vinyl weatherstrip for doors 
and windows. W. J. Dennis & Co., Depi. AL, 404 N. Kenneth 
Ave., Chicago 41. 
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Precise solutions required for individual insulation problems 
are described in a new pamphlet entitled “Seven Modern Ways 
to Pinpoint Your Insulating Needs.” It covers specific insula- 
tion problems connected with furred masonry, crawl spaces, 
moisture control, mild climates, wall and ceiling use, ceiling 
use alone and high-performance demands. Detailed diagrams 
show exactly how Alfol insulation is installed to meet each of 
these needs. Reflectal Corp., sub. of Borg-Warner Corp., Dept. 
AL, 200 S. Michigan Ave., Chicago 4 

Circle No. 233 on Handy Cover Card 


“Technical Tips” is the title of a handy new reference booklet 
for questions on decorative laminate fabrication techniques. 
The brochure is a compilation of the “Technical Tips” col- 
umns which have appeared in Decorative Doings, Panelyte’s 
dealer-fabricator publication. The booklet contains helpful 
hints and suggestions concerning the proper fabrication of 
Panelyte. Copies may be obtained without charge by writing 
to Panelyte Div., St. Regis Paper Co., Dept. AL, 150 E. 42nd 
St., New York 17. 
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44 NEW IMPROVEMENTS FOR 
PRODUCT BETTERMENT! 


0 New! Copper-Seal Finish 


Protection where the Eye 
Can't See! 


© Mew! pre-punched Nail Holes 
The applicator’s delight... 


Easy Installation! é ' 








WEATHER-TIGHT... 


ALWAYS A S AHEAD OF. OF THE THE FIELD! P 


© New! Factory-Notched Ends 

BEAUTIFUL P COLORS 
Saves on-the-job cutting. FIRE-BAKED 
Saves Labor, Time and Costs. e BLUE e GREEN e WHITE 


4] New! Weep-Holes e YELLOW e DARK GREEN 
Completely minimizes condensation. 














Available in a large variety of 







e PINK e GRAY e BROWN 





e IVORY e DARK GRAY 
e CORAL e BARN RED 


MAKES OVER 500 COLOR COMBINATION. 





















For a complete line of Aluminum 
Siding always ask for KOVER-LUM! 


KOVER-LUM Vertical- - - Fulfills 
architects’ latest designs. 


























A FULL LINE OF SALES AIDES... 


— 


WITH OR WITHOUT BACKER BOARD 


KOVER-LUM Embossed: + - For 
strength. Excellent for hail- 


storm areas. 






KOVER-LUM Insulated .. 


AD MATS, BROCHURES, SLIDES, PRICE With weatherboard attached 


LISTS, AND A COMPLETE “PITCH-BOOK” . bonded into ONE piece DIVIDUAL pre-cast stones .. . 
DESIGNED TO SELL! ready to nail! Covers any surface. 


SALES COME EASIER WHEN YOUR SIDING IS BETTER! 


CALL, WRITE OR SEE US AT 


U.S. ALUMINUM SIDING CORP. 


10551 ANDERSON PLACE FRANKLIN PARK, ILL. Gladstone 5-7200 


KOVER-STONKE. . . Genuine IN- 
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Did you say 
Low Priced ? 

























Yes...we said 
low priced | 


Plus all these added 
extra features... 








* COMPLETELY WATER-TIGHT “ 
%* UNHANDED SLIDING UNITS 
*% ALUMILITE FINISH 

*% UNSURPASSED BEAUTY 
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The new Capri CADET is lowest in price but not in quality. 
Never before has a quality all-aluminum door sold for such a 
low price and had so many excellent extra features. The new 
Capri CADET is tailored for easier, simpler handling in your 
marketing system. Its design gives you extra profits with less 
inventory! The Capri CADET sliding glass doors give you all 
the competitive advantages of a superior low priced, trouble-free 
installation with the quality performance and sales appeal 
demanded by the most budget-minded builder! Longer profits 

for the dealer and more satisfied home owners are proven 


results of the Capri line of Sliding Glass Doors. Sell with 
pride the all new Capri CADET with the outside slide! 





Write for complete details on the profit making Capri line. 


CADET 


ALL ALUMINUM SLIDING GLASS DOORS || CAPRI SALES ING. 217. Lax sr, BURBANK, CALIF 
Please send information. Dept. AL-109 
(C0 Budget Priced Capri Cadet (_] Custom Deluxe Capri Continental 





MANUFACTURED BY T. V. WALKER & SON, INC. 


NAME 





COMPANY 





ADDRESS 





CITY ZONE STATE 





Member: Sliding Glass Door and Window Institute 
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STEP into the 


“ronil Fidlure 


with 


ARDOR 


PRODUCTS 










FOLDING LEG 
BRACKETS 


None finer on the market for Ping- 
pong tables or any table that requires 
folding legs. E-Z Folding Leg Brackets 
ore of heavy duty one piece construc- 
tion with exclusive positive lock that 
snaps in open or closed position. 
Attractively boxed in sets of 4 with 
screws. Suggested Retail $3.95 set. 


FOLDING SHELF 
BRACKETS 


First with a neat, yet strong 
bracket designed specifically 
for wall-hung, fold down 
shelves and tables. Self contained 
with positive lock construction. Easy to 
install, attaches direct to shelf. No 
framing necessary. Attractively plated. 
Sells on sight. Boxed in sets of 2. 
Suggested Retail $3.95 set. 


EZ BED TOOL 


Pocket size. No moving parts. Shapes 
wire hooks for Ye" and 4” peg-board. 
In plastic tubes with aluminum wire; 
packaged in new counter box. Sug- 
gested Retail 98c. 


ARDOR 


MFG., INC. 





Cc 
ea 


— 






















IN CANADA: 
Mallory Hdwe. Products, itd. 


Blenheim, Ontario 
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SPECIAL OFFERS 








1960 Garden Tool Line 


Each tool in The Wood Shovel & Tool 
Company’s line of 1960 garden tools 
has been selected for proven volume 
sales, maker announces. Grades have 
been limited to those that will stand up 
on home gardener use and sell at prices 
the home gardener wants to pay, it is 
said. A display rack also is available, 
if wanted, at cost. 

In a special offer to dealers are a 
group of 114 tools retailing from $1.29 
to $4.59 at 40% plus an extra 5% early 
order discount. Available direct from the 
manufacturer, the special deal will be 
drop shipped direct to the dealer and 
billed through the wholesaler specified 
by the dealer. The Wood Shovel & Tool 
Co., Dept. AL, Piqua, Ohio. 
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A Tool Gift Department 


Oxwall Tool Co. offers its top 10 
sellers for Christmas for the promotional 
price of 99¢. Each prepriced item, indivi- 
dually skin-packaged, hangs on a free 
display rack shown above. The display 
unit may be used after Christmas simply 
by removing the backboard on top and 
the Santa Claus tab on each package. 
The tool gift department requires a 





minimum of space, just 28” wide, 6” 
deep and 32” high. 

The 60-piece assortment (Deal No. 
4000) includes nail sets, a chisel set, 
auto-home wrench set, socket set, two 
screwdriver sets, drill set, long nose 
plier, adjustable wrench and slip joint 
plier. The assortment retails for $59.40, 
costs $39.60. Oxwall Tool Co., Dept. 


AL, 928 Broadway, New York 10, N.Y. 
Circle No. 236 on Handy Cover Card 





Gift-Wrapped Pliers 


Kraeuter & Co. announces  gift- 
wrapped sets and individual precision 
pliers in gay, holiday coverings. A smil- 
ing Santa makes an eye-catching display 
and points out these tools as the ideal 
gift for a homeowner, hobbyist, handy- 
man and professional mechanic. Kraeu- 
ter & Co., Dept. AL, Newark 3, N. J. 
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Packages Nine Golden Gifts 


Fayette R. Plumb announces that nine 
of its most popular tools will be pack- 
aged as Golden Gifts to help dealers get 
their full share of the forthcoming holi- 
day gift business. Each Golden Gift tool 
is packaged in a glistening gold foil car- 
ton made of sturdy paperboard with a 
red stripe running diagonally across the 
center. The head and handle of the tool 
inside the carton shows through an ace- 
tate window. 

The nine tools include: Two nail ham- 
mers, both with non-breakable fiberglass 
handles, retailing for $5.25; a half-hatch- 
et, with nonbreakable fiberglass handle, 
retailing for $5.49; two Autograt nail 
hammers, with handles of tested second- 
growth hickory, retailing for $4.50; a 
half-hatchet, with handle of tested sec- 
ond-growth hickory, retailing for $6.25; 
nail hammer with 16-ounce black head, 
retailing for $4; a half-hatchet with 
black head, retailing for $4.90; and a 
belt axe with sheath, retailing for $5.35. 
Fayette R. Plumb, Inc., Dept. AL, 4837 
James, Philadelphia 37, Penna. 
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Mr. Wm. H. Pearce, Vice President, Pearce & Pearce, Inc., Kenmore, New York 


Skeptical Builder says: “Greatest Siding Improvement in 30 Years!” 


‘I’m not from Missouri,” says Bill Pearce of fast-growing Pearce & 
Pearce Builders, “but I had to be shown. About ten years ago we tried 
Asbestos-Cement Siding on our homes and, quite frankly, we were 
disappointed. But this spring when we were shown Gold Bond Plasticrylic 
Siding we saw great new possibilities. We put it on our model homes 
and the customers’ reaction proved we’d made the right choice. Now we 
use it on 50% of our homes.” 

Bill Pearce calls Plasticrylic Siding “the greatest improvement 
in siding in 30 years.” Its deep natural texture, rich lustrous colors and 
freedom from maintenance appeal to builders and home buyers 
alike. Why not take advantage of this typical builder acceptance? If you 
do not already stock Plasticrylic Siding, contact your Gold Bond® 
representative or write Dept. AL-109. 


NATIONAL GYPSUM COMPANY, BUFFALO 13, NEW YORK 


Seay... ep afead of tomorow 


BUILDING PRODUCTS 
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AM 


WELLS 
THRESHOLDS 


a demand product 
wherever building goes on! 


Universally accepted by the new build- 
ing as well as the remodeling industries, 
aluminum thresholds now offer an im- 
portant new profit opportunity to the 
building supply dealer. Easily inven- 
toried, they offer a big volume potential 
with comfortable profit margins. And 
you'll discover, too, a healthy market 
in the do-it-yourself handymen. 





A COMPLETE LINE FEATURING 
WELLS VINYL INSERT MODEL 


Tough, heavy 
vinyl weather- 
seal insert that 
never flattens, won't 
trap dirt or water. 


As one of the nation’s leading produc- 
ers of quality aluminum thresholds, 
Wells offers a broad line that’s complete 
enough to fill all building requirements, 
yet compact enough to eliminate inven- 
tory problems. The Wells line is so 
practical because it was developed in 
close cooperation with leading builders 
and architects. Each threshold comes 
individually packaged with mounting 
hardware and how-to-install booklet. 
They are available in standard lengths 
and in lineals for custom installations. 


Mail Coupon for Full Details! 


VV 


WELLS ALUMINUM CORPORATION 
North Liberty, Indiana 











4 Wells Aluminum Corporation n< 
e North Liberty, Ind. 7 
$ Please send descriptive aluminum thresh- § 
e old brochure. e 
e ” 
© Name - 
+. . 
© Address ® 
. . 
© Clty State ° 
. * 
eeeeececeoeeoeeeoeeeeeeeeeeeeee2 © 
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%y"X 6°x 6" 
TEMPERED 
_.. MASOMITE 









Drying Rack for Wall Tile 


Formica Corp. has designed a drying 
rack to help tile applicators with the 
installation of Formica Wall Tile in 
bathrooms and kitchens. The rack utilizes 
4%” x 6” tempered Masonite shelves to 
store the 10” square wall tiles after the 
Formica Wall Tile Adhesive has been 
applied, providing a compact storage area 
for the necessary 30-minute drying time. 

The shelves are angled at 5° and are 
spaced 1%” apart. The one shown in 
photo above stores 50 wall tiles, but 
rack can be made to store more or less, 
depending upon the number of appli- 
cators working at job site. Formica Corp., 
Sub. of American Cyanamid Co., Dept. 
AL, 4630 Spring Grove Ave., Cincinnati 
32, Ohio. 
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Wheel-It Lumber Buggy 


A new hand-operated transport cart, 
designated Wheel-It Model 550, has a 
welded all-steel frame. It is 3’ wide, 8’ 
long and 32” high. It provides a very 
rugged unit for hauling heavy loads 
on any terrain. Main wheels use 6.70 x 15 
tires but are sold without tires; pneumatic 
3.50 x 5 caster wheels and tires are 
furnished on both ends. Four 16” stakes 
adjust sideways against the load and 
lock or turn down into the frame to 
make a flat top. Wheel-It lumber buggies 
are sold direct to users on a money-back 
ene of satisfaction. The price is 

179.50 f.o.b. from maker. Hawkeye 
Industries, Dept. AL, 820 Vivian St., 
Longmont, Coio. 
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Two New Builders’ Instruments 


A new No. 8027 Construction Level 
shown in photo above features alumi- 
num alloy base construction combining 
strength and lightweight. The instrument 
offers rack-and-pinion internal focusing 
with either hand, built-in sunshade and 
the David White 12-power optical system 
for sharp focus over the entire field. 
The new level retails for $43.50. Sold 
with a tripod, fiberglass carrying case 
and plumb bob, the package costs $54.50. 

Another new David White construction 
level-transit also is announced. Desig- 
nated No. 8010, it has a new wide-frame 
tripod and a fiberglass carrying case. The 
complete package retails for $99.50. 
David White Instrument Co., Dept. AL, 
2051 N. 19th St., Milwaukee 5, Wis. 
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Introduces the Stow System 


A side transfer system, which narrows 
aisles, increases a building’s storage ca- 
pacity and speeds handling, is an- 
nounced. Called the Stow (Side Transfer 
Optimum Warehousing) System, the pat- 
ented attachment will fit all standard 
fork trucks. Stow permits the fork 
truck operator to pick up or discharge 
his unit load without the usual 90° 
turn and it requires an aisle only inches 
wider than the maximum load width 
itself. Stow cuts regular 12’ aisles by 
more than 50% and in some cases to as 
little as 5’, maker says. 

The system can, with equal facility, 
handle pallets, skids, skid boxes, dies, 
portable racks and wire containers. The 
system requires little or no special train- 
ing for the operator. Any warehouse 
employe can operate Stow easily and 
with complete safety for himself and 
the load, says maker. Equipment Mfg., 
Inc., Dept. AL, 21550 Hoover Rd., De- 
troit 5, Mich. 
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MODEL NO 
T-50 
ONLY 


$1250 


It’s 


ALL-PURPOSE 


Long recognized as one of the most de- 
pendable tools for those heavy duty 
fastening jobs in home and industry .. . 
it’s the one tool you can depend on to sell 
itself and promote the sale of related 
items, too! Display and demonstrate this 
handy staple gun for the faster, easier 
and better application of insulation, ceiling 
tile, wire mesh, screening and other “do- 
it-yourself” building materials. You'll be 
amazed at how easy it is to ring up 
multiple sales! Join the many retailers 
who build steady, year ‘round sales 
around the Arrow T-50 Gun Tacker! 


Easy to Sell Handy ARROW T-50 ATTACHMENTS — 


They Go Together with the Sale of ARROW TACKERS! 


Nearly everyone who buys an Arrow Gun 
Tacker is a customer for these handy, 
interchangeable slip-on attachments and 
staple lifter. To invite easy self-service 
sales . . . Arrow offers them individually 
pre-packaged on colorful, skin-packed, 
pilfer-proof display cards. Stock and sell 
them for extra profits! 


Suggest Your Customer Take 
Purpose KIT. Makes an Id 


ead ead boos 


. Pa éuine 2s 
i aT 


LIST 
PRICE 
A 


EACH 


— Ty 


in 


scREEN wiheE 
ATTACHMENT ATTACHMENT 


Home an ARROW T-50MP MulTti- 
eal Christmas Gift for Home 


Craftsmen and Hobbyists! 


SHOOTS A STAPLE ASS 
wherever you'd ? 


drive @ Ee APD 


S 


Pp 








Created by popular demand. . 
Multi-Purpose Kit is designed to meet the everyday 
fastening needs of a fast-growing do-it-yourself 
market! Complete with T-50 Gun Tacker, Multi- 


ment, 
this handy kit offers dealers a terrific sales and 


. the Arrow T-5OMP 


taple Pak, Wire Attachment, Window Shade Attach- 
Screen Attachment and Staple Lifter . 


rofit potential! 
SPECIAL 


If each item sold individually #gimiiiles 


Retail Value $19.50 


$1750 





REMEMBER . . . THE MORE TACKERS 
YOU SELL. . . THE MORE 

REPEAT STAPLE BUSINESS YOU’LL REAP! 
With the initial sale of an Arrow Tacker, your 
profits have only just begun . . . because tackers 
shoot staples faster than rifles shoot bullets! Your 
really BIG money comes pouring in from the repeat 
sales of staples. For example, sell 500 tackers this 
year and you'll sell 5000 boxes of staples. Sell 500 
tackers again next year and you'll sell 10,000 
boxes of staples. That's how staple sales automati- 
cally multiply year after year, with no effort on 
your part! 


SOLD ONLY 
THROUGH THE TRADE 





AT AUL LEADING 
~ WHOLESALERS 
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For Best Results in Applying Ceiling Tile. . . 
Recommend that Your Customers Use 

ARROW’'S CEILTILE® STAPLES! 

(For use in T-50 Gun Tacker) 

Designed especially for fastening ceiling tile — 
CEILTILE staples guarantee freedom from hidden 
fractures. Unique leg design locks into wood, 
drives flush, holds tight! 

Tested and Approved by Major Ceiling Tile 


Manufacturers: 
C Ss 
Ww @ & 
ures 


and other leading manufacturers 


INSULITE 
NU-WO00 


CErELOTEX 


Armstrong 





ARROW FASTENER COMPANY, (NC. 


One Junius Street, Brooklyn 12, N. Y. 
Pioneers and Pacesetters for Over a Quarter Century 
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THIS BASIC TOOL BUILDS PROFITABLE SALES 


GUN TACKER x L 


Preferred by 
Do-It-Yourself 

and Industry for 
1001 NAILING Jobs 


ELECTRICAL WIRING SCREENING 








CORNICES 


LINING CLOSETS 


BACKED BY HEAVY 
NATIONAL ADVERTISING 
SUPPORT IN LEADING 
CONSUMER MAGAZINES! 
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what's the PRICEP 








A quieter retail price picture during the past two weeks is evident 
in the reports received from dealers in all parts of the country. 
There has been less “trying the market” than was the case in late 
September. Even on items in which there has been notable mill 
price softening, like fir lumber and plywood, retail prices have held 
quite steady, with only minor evidences of price readjustment. Re- 
tail prices for southern pine items seemed quite strong; few dealers 
reported any change from earlier reports. 

Some downward movement in retail prices for fir and pine 
boards was noted in zone 1, plus some upward movement in in- 
sulating wool products. In zone 2 green fir and plywood were soft- 
er, and ceiling tile and insulating boards were firmer. Southern 
pine was strong in zone 3, but ponderosa pine paneling was down 
a shade; there was some readjustment in the building materials 
reported upon. Little notable price variations were reported in the 
other zones. 















Current Retail Price Levels 


{American Lumberman's opinion of retail prices to typical one-house contractors, based on current reports received from leading dealers.) 














Zone! Zone2 Zone 3 Zone 4 Zone 5 Zone 6 Zone 7 Zone 8 Zone 9 
North Middle South East North East South West North West South Mountain Pacific 
LUMBER Atlontic Atlantic Atlantic Central Central Central Central 
Douglas fir: 
Dimension: Std. & Btr. green R/L 2x4 $140 $145 $145 $145 $145 $145 $140 $140 $116 
Std. & Bir. dry R/L 2x4 $145 $145 $155 $150 $145 $150 $145 $150 $120 
Std. & Btr. green R/L 2x10 $140 $145 $150 $145 $150 $145 $141 $140 $120 
Std. & Btr. dry 2x10 R/L $145 $145 $155 $150 $160 $150 $146 $150 $120 
Boards: Std. & Btr. green R/L 1x6 and 1x8 $105 $130 $145 $135 — $140 $135 $135 $120 
West Coast Hemlock, White Fir: 
Dimension: Std. & Bir. dry R/L 2x4 $125 $140 $140 $140 $145 $147 $140 $125 $100 
Std. & Bir. dry R/L 2x10 $125 $140 $145 $147 $150 $145 $140 $120 $120 
Boards: Std. & Btr. dry R/L 1x6 and 1x8 $110 $140 $133 $140 $145 $140 $135 $176 $100 
Western Pines: 
Boards: No. 2 & Bir. dry 1x8 R/L S48 or 
iplap — $240 $200 $200 $180 $200 $185 $190 $180 
No. 3 & Btr. dry R/L 1x8 $45 or 
shiplap — $185 $150 $180 $160 $135 $145 $140 $140 
No. 4 Btr. dry R/L 1x8 S4S or 
shiplap —_— $160 — $122 $130 $115 $ 80 $110 $120 
Southern Pine: 
Dimension: No. 2 & Btr. dry R/L 2x4 —_— $115 $ 95 $125 $115 $130 $110 ee — 
No. 2 & Bir. dry R/L 2x10 oe $117.50 $110 a $125 $145 $125 — — 
Boards: No. 2 & Btr. dry R/L 1x8 S4S or 
D & M or shiplap $295 $125 $118 $135 $115 $130 $110 $130 oa 
Hardwood Flooring: 
Clear ook 25/32"x2%," $280 $285 $265 $290 » $250 $270 $275 $330 $280 
Select oak 25/32"x24%," $270 $270 $255 $280 $225 $290 $245 $320 $270 
Interior Softwood Paneling: 
No. 2 ponderosa pine R/W $215 $225 $235 $230 $220 $190 $200 $190 $195 
No. 3 ponderosa pine R/W $190 $200 $220 $220 $200 $175 $180 $165 $150 
Wood Siding: 
ledwood bevel siding ¥%,"x10” $325 $310 $280 $300 $275 $290 $290 $265 $250 
Cedar bevel siding %"’x10” $325 $295 —- $290 $275 $300 — $265 oa 
Wood shingles: 
Cedar shingles 5/2 71 Blue 
Label $ 18.50 $ 20 $ 21 $ 19 $ 17 $ 16 $ 16.50 $ 18.50 $ 16.50 
PLYWOOD: 
Fir, Ye” DFPA-AD interior glue $139 $135 $135 $135 $135 $130 $130 $135 $124 
Fir, Ve" DFPA-AD exterior glue $160 $150 $155 $160 $145 $135 $145 $165 $130 
Fir, %” DFPA-CD sheathing interior glue $135 $135 $140 $140 $110 $140 $140 $150 $115 
Fir, Yo” DFPA-CD sheathing interior glue $145 $150 $175 $175 $175 $170 $170 $175 $140 
Fir, %" DFPA-CD sheathing interior glue $170 $185 $220 $200 $200 $200 $200 $190 $180 
Birch, V4" A2 $450 $400 $400 $425 $405 $410 $420 $425 $350 
Philippine mahogany, 4" rotary cut $175 $220 $210 $195 $200 $225 $250 $220 $180 
MILLWORK: 
Phil. mahogany flush door 
1%"-2-6x6-8 $ 8.05 $ 9 8.50 $ 9.10 $ 8.50 $ 10 $ 9 $ 9 $ 9 
Birch flush door 1%”-2-6x6-8 $ 10 $ 12 $11 $11 $11 $ 13 $ 12 $ 12 $ 13 
Double hung window unit $ 20 $ 21 22 $ 24 $ 18.50 $ 22.70 $ 2 $ 25 $ 2 
2-4x4-6, glazed, weather- 
stripped and balanced aie 
BUILDING MATERIALS: 
Outside white paint, first grade $ 7 $ 680 $ 675 $ 7 $ 6.50 $ 6.50 .7 $ 7.50 $7 
8d commen steel nails $ 12 $ 13 $ 13. $14 $14 $ 16 $ 15 $ 16 $ 14.40 
Mineral wool insulation, full thick batt $ 75 $ 80 $ 72.50 $ 80 $ 75 $ 85 $ 80 
Woed fiber bianket, std thick $ 60 $ 65 $ 75 $ 65 $ 58 $ 62 $ 65 $ 70 $ 70 
Ceiling tile 12”x12” $140 $140 $135 $145 $140 $145 $150 $155 $140 
Acoustical ceiling tile 12x12” $180 $185 $185 $180 $19 $185 $190 $200 $180 
VY" insulating building board $ 85 $ 90 $ 85 $ 85 $ 87.50 $ 85 $ 90 $ 92 85 
25/32” insulating sheathing $135 $130 $140 $140 $140 $145 $140 $15) $140 
%” gypsum wallboard $ 58 $ 55 $ 57 $ 58 $ 60 $ 61 $ 60 $ 60 $ 58 
Y%,” tempered hardboard $185 $205 $200 $200 $200 $200 $210 $210 $195 
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You'll be 
sitting pretty. .. if you order plenty 


of Sterling Halite now, 


fm before winter storms hit! 


ee 
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Wi 5 FORCES SNOW REMOVAL 122 


ad 
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Raine 7 a eaelittear 


The season’s first storms will start a rush on Sterling Halite—to STERLING HALITE SALES SLANTS: 
clear sidewalks, steps, driveways of snow and ice! So be prepared 48.9% greater melting power than other snow 

, , , and ice treatments at 30°F! + Dissolves 46 times 
for extra profits. Order Halite today and order enough. Halite is own weight on anew or eal « Mest effective I 
comes in 10-Ib. bags (6 to a bale), in 25-lb. bags with carrying spread while snow is falling or before freeze! 

: : ‘i — + Breaks up ice and hard-packed snow by fast 
handle, and in 100-Ib. bags. FREE: Folder of “Merchandising two-way action! + Use it under rear wheels of cart 


Ideas’’ to help you sell more Halite all winter long. Send for it today. 
INTERNATIONAL SALT CO., INC., SCRANTON, PA. 


Boston + Buffalo - Charlotte - Chicago + Cincinnati + Cleveland 


STERLING HALITE melts danger away! Detroit - Newark » New YorkCity - Philadelphia « Pittsburgh + St. Louis 
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60 MAJOR SALES A YEAR 


(begins on page 52) 





ent store was written up in the Oct. 
7, 1950, issue of American Lumber- 
man,” he added, pulling that issue 
from his desk drawer. 

“An important part of our serv- 
ice is our drafting. Having plans 
drawn especially for a prospect is 
90% of making the sale. With this 
we've got the job controlled.” 

He explained about half the firm’s 
home fix-up jobs need drafting. No 
charge is made for the service, so the 
plan is recognized as the property of 
the lumberyard. 

“Owners are welcome to come in 
to check the plan at any time, but 
we don’t let them take it out to shop 
around. However, our prices are real- 
istic and competitive.” 

Local acquaintance. “We have no 
outside salesmen, but we're all local 
boys so we know most of the folks 
in Bushnell and surroundings,” he 
said. 

Owner Hummel was raised in a 
lumberyard at nearby London Mills, 
Ill. Bertolino came to Bushnell as the 
high school athletic director and as- 
sistant principal. He left these posts to 
manage the lumberyard when Hum- 
mel set it up. Currently he is serving 
as a City Commissioner. 

Sells other contractors. Local in- 
dependent contractors are used as 


SHOP FACILITIES 
are often used free 
of charge by con- 
tractor customers 
of dealer. 


often as possible, although the yard 
has available carpenters, masons and 
cement finishers from the associated 
Neil Hummel Construction Co. 

“We take the general contract for a 
job,” Bertolino said. “After we de- 
velop the plan for the owner, we ask 
him for his preference of a contrac- 
tor. If he has a preference, we ask 
that contractor, “We have estimated 
so much labor for this job; will you 
do it for this?’ The contractor says 
‘Yes’ or ‘No.’ Contractors like this 
method.” 

In addition, independent contractors 
may use the yard’s well equipped shop 


without charge for prefabing builtins, 
wall sections and other components. 
The yard delivers them to the job free. 

“We haven’t begun to explore all 
the business-building avenues open to 
us,” Bertolino said. “One sales tool 
we're starting now is a file of before 
and after pictures. We’ve bought a 
Polaroid camera for this.” 


Best recent source of home im- 
provement jobs has been the area’s 
farm operators. 

“We've completed many kitchens 
and family rooms in farm houses this 
past year,” Bertolino said. 





HARDWOOD TRACK 


in solid 


PHILIPPINE MAHOGANY (Lauan) 


A profitable new lumberyard 
product. Anchor-Bilt Hard- 
wood Track is ideal for use 
with sliding doors of Plywood 
...Hardboard...Glass... in 
¥,” thickness. 


LOW IN PRICE... 
HIGH IN MARK UP... 


Anchor-Bilt Hardwood Track is expertly 
machined, milled and ready for use in 
Cabinets...Closets...or wherever %” 
sliding doors are used. Track is de- 
signed for easy insertion or removal 
of doors by anyone. 

Lengths...3’ 4’ 5’ 6’ 


Size... packaged 48 upper track or 48 
lower track of each length. 


ANCHOR SALES CORP. 


215 BUSH STREET, BROOKLYN 31, NEW YORK JAckson 2-1212 





Price...Only 9¢ per 
LF. F.0.B. N.Y.C. 


Min. order...approx. 
2000 LF. 


SPECIAL PRICES ON VOLUME ORDERS. JOBBER INQUIRIES INVITED. 
Circle No. 74 on Handy Cover Card 











Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER 


we. wv. 





Kiln-dried 
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From one source, one shipping point, Misceramic supplies you with @ 


full. line of ceramic wall tile meeting all building specifications -.. a) 


full line of ceramic floor tile made right in the same plant... a complete 
line of bath accessories in corresponding colors ...a complete line 
of trim for both adhesive and mortar installation. .a complete line 
of quality adhesives and grout bearing the approved hallmark and meet- 
ing all architectural specifications ...and a complete line of tools for 
both professional and do-it-yourself installation. In addition to com- 
pleteness of line, Misceramic offers you prompt, efficient service from 
the most modern ceramic tile pliant in the U.S. today. Misceramic ad- 
vertising is pulling a steady stream of ‘where can | buy it?” dealer 
inquiries in your area now. Distribution in a limited number of virgin 
territories is still open. For more information, write, wire or call today! 


f lisceramic Tile 


Cleveland, Mississippt 


a x 
Pee 


2 
ayes 


ies 

















LAND DEVELOPMENT 


(begins on page 50) 





A typical home in Skyview Ter- 
race is 1,450 square feet of enclosed 
floor space with individual floor plans 
and different elevations (from that of 
other houses on the street). This fea- 
ture so impressed FHA officials re- 
cently that they commended Bagnal- 
Rigby for this advantage in a project 
where such a home costs a family 
only $15,500. 

It includes a combination living 
room and dining room, a wood-pan- 
eled combination kitchen and den, 
three bedrooms with ample closets, 
two bathrooms and a single carport. 
The only appliance item in the kitchen 
is a range hood. 

Some of our material uses include 
gypsum-board walls (except bath por- 
tions of bathrooms); plywood sub- 
flooring and roof decking; fireproofed 
asphalted fiberboard sheathing; weath- 
erstripped, treated wood windows; 
laun mahogany doors; Yale door 
hardware; sliding closet doors made 
of chipboard panels; asphalt strip 
shingle roofs; brick veneer finish with 
brick foundation piers and _ termite 
shields. 

Being considerably beyond the Co- 
lumbia city limits, Skyview Terrace 
was costly to develop for residential 


PINE-SHADED HOUSE in Skyview Terrace sold for $15,500. This development has 
166 lots. By June 1 this year, 66 houses had been built and occupied. Bagnal built 
22 and four other contractors built 11 each. All five builders had five houses each 


under construction in June. 


use. We had to install 26-foot wide 
asphalt roads with swills, which we 
deeded to Richland county. We also 
had to install water lines, which we 
deeded to the state because we hooked 
on to their system for a nearby state 
institution. 

Each house has its own septic 
tank and a fuel oil storage tank of 
280-gallon capacity. 

Tougher competition. Recently we 
have been arranging financing for 
most of the homes on FHA-insured 
contracts through such mortgage in- 
vestors as the Metropolitan and John 
Hancock life insurance companies. 
Such FHA loans are discounted ap- 
proximately 3%. 

My family and our loyal, efficient 


associates at Bagnal Builders Supply 
anticipate much fun, along with the 
usual headaches, in profitably devel- 
oping Pinewood Park and selling out 
the remaining lots in Skyview Ter- 
race. But sales won’t come as easy as 
they have most of the past 12 years. 
Families realize that competition 
among developers and builders will 
permit them to get what they really 
want in a home plan and features at 
a good price—and the smart ones in- 
sist On getting these when they put 
money on the line for one of the 
biggest investments in their lifetime. 

This all means that we must be 
alive to BSC (buyer sales control) 
just as much as we are to DSC (dealer 
sales control)! 











REDUCE delivery costs. 


UNLOAD a LOAD or HALF LOAD at a time 
with an 
R-B ROLL-OFF 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalog and prices. 


The R-B Co. 


1921 Guinotte, Kansas City 20, Mo. 


truck body 


na Po 


ders 


 Tolel- Mel -taeltl {Ma Zell aol adelil- 


“THE VERY BEST 1S 


TEMPLIN ENGINEERED ROOF FRAMING 


TEMPLIN 


TRUSS LOCK 


FRANCHISES AVAILABLE 


A 


c 
Supper Are you ompletir y 


the roof? 


No Special Equipment Required 


WRITE OR PHONE 


TEMPLIN ASSOCIATES, INC 


Vero Beach, Florida 


Circle No. 77 on Handy Cover Card 


Circle No. 79 on Handy Cover Card 





PLYWOOD? 


CALL AETNA 


Phone Chicago — Armitage 6-7100 
AETNA PLYWOOD AND VENEER COMPANY 
Main Office 1731 Elston Avenue - Chicago 22 
Branches, Rockford - Peoria - Indianapolis - Elkhart 
In Wisconsin, The Milwaukee Plywood Company 

Milwaukee and Wausau 
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LUMBER DEALERS | 


a 34 page booklet especially prepared 
to guide lumbermen in buying 


correct insurance protection. 
Write to Business Extension department for your copy: 


EE PS MUTUAL CASUALTY COMPU 


; 
<= Division of KEMPER Insurance _—— 
CHICAGO 40 ___ 


ee 
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AD MATS for Christmas Selling 


e Ideas for Ads 


¢ Complete Layouts 


e High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 


have your choice of hundreds of product mats. 


There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 
six to seven smaller illustrations on every page. With each page, 


we also provide suggested layouts and copy. 


Package 2 


Theme and Project 
Illustrations 

Add-a-room (exterior) 
Add-a-room (interior)..... 
Add-a-room (sketches) 
Attic room .... 
Christmas, headline illus 
Dormer 
Entrance, before-after .... 
Family-recreation room .... 
Garages 
Garage converted to room 
Get ready for winter 
Home improvement 

ite) 











Insulation 
Kitchen 
Modernization Magic 
Money to loan 
Outdoor living 
Paneled room ... 
Planning help 
Plywood 
Roofing 
Screened porch 
Wareh sale 

















Package 1 


Mat 
Page No. 


Theme and Project 
Illustrations 


Sn RE 
Attic Rooms ................. 2,12 


Christmas, general . 19 
Christmas, recreation room see 20 
Christmas, tools .. . 18 


Fencing ......... | 
Garage selection a 
Hardware ............ eee | 
Home workshop, tools . : 
Home improvement for interiors... 
Insulation 

Kitchen remodeling. ..... 


Porch or breezeway ...... 
Recreation rooms 
Spring check-up . 


Products and 

Applications 

Adjustable post 

Blanket insulation. ................0. 
Caulking gun ......... 

Cedar closet lining 


Ceiling tile, insulating .. 
Ceiling tile, acoustical 


Products and’ 
Applications 
Acoustical tile 
Awning, window 
Caulking 

Christmas patterns .. 
Combination doors 
Combination windows . 
Counter top 

Doors, interior . 

Fan, kitchen ... 
Fence, picket ... 

Floor tile 

Hardboard, perforated 
Insulation, blanket 
Insulation, pouring 
Kitchen cabinets 


Louvered shutters, interior... 


Lumber, piece-price 
Paint, exterior 
Paint, interior .. 
Ping pong table... 
Plywood 

Roof cement 
Roofing, shingles 
Storm sash 

Table legs 


Train table, plywood.............. 


Wall tile 





Weatherstrip 
Wrought iron railing 


Cornice, plywood . 
Counter top... 
Cutting board .... 


Doors, combination ............00 
Doors, flush pao 

Doors, folding . 

Doors, interior ..... 

Doors, louver ..... 

Doors, screen 


Fence, ornamental ..... 
Fence, pickets . 

Fence, posts ...........00+, 
Fence, wood and wire 
Floor tile ............. 
Flooring, hardwood 


Baa waataa 


Garage doors ..... a 
Glass block ............. 
Gutter and downspout . 


Hardboard, perforated . 
Hardboard, wall tile y 
Hardware, builders’ ..........c0000e 11 


Insulating plank ............. 
Insulating siding ......... 
Insulation, blankets . 

Insulation, pouring ..... 


Jalousie 


Kitchen cabinets ...........000 x oe . 
Knotty pine 








Concrete mix 
































CHRISTMAS TRADE should set new records this year. If you 
want your share of these extra dollars make plans now for 
consistent advertising. More dealers each year are discovering 
their expanded lines offer attractive, useful gifts. Just one of 
the ADservice mat pages promoting Christmas gifts in the 
lumberyard is shown above. Free catalogs giving more com- 
plete details are available on request. 


Paint brushes 

Paint, exterior . 
Paint, interior . 
Paint, masonry 
Paint, roller and tray 
Ping pong table 
Plywood 


lyw “ 
Plywood built-ins 
Plywood handy panels 
Plywood paneling 
Plywood train base 
Posts, fence . 


American Lumberman 
59 E. Monree St. 
Chicago 3, iil. 


(Circle pages desired) 


Package 1 
1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 
Roof coating .. 14, 15, 16, 17, 18, 19, 20, 21, 22 
Roofing, roll 
Roofing, shingles 


Screen doors .. 
Screen, window 
Screen, roll ...... 
Shelving lumber 
Shingles, asphalt 
Shingles, wood .. 
Siding, wood ..... 
Stairs, disappearing . 
Storm sash ....... 


Tools, garden . 
Tools, hand ...... 
Tools, power 
Trellis ......... 


Wallboard ..... 
Wall tile .... 


pages @ $3.95 
entire package $82.50 
Package 2 


23, 24, 25, 26, 27, 28, 
29, 30, 31, 32, 33, 34 


pages @ $3.95 
entire package $44.90 


Cataleg Send free catalog. 








Wood paneling 
Wood siding .... 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 

1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 

No agency commission or cash discount 
allowed. 

All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less ore specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Ili 
Phone: Fi 6-7788 





HELP WANTED 








Large C&C yard looki for talented yard 

managers one, assistant buyers. Prefer men 

35-45 years of age. age want only the bes 

one will me ey for it in the form of a ry 

sharing arrangement. Address 

58 American Lumberman & Building 
Proascts Merchandiser. 





ASSISTANT LUMBER YARD MANAGER 
for large ae ard in northern Illinois oy 
of 60,000. Mus thorol ly experienced in 

phases of aaber yard operations. Good 
Salary plus qpecteny for advancement. All 

replies confidential Aon Box J-57 
American Lumberman & Building Products 
Merchandiser. 





HELP WANTED 


RAILS WANTED 

















Experienced commission lumber salesman 
wanted by established wholesaler, exclusive 
territory span rofit sharing soe Gaiennie 
Lumber, x 1774, Shreveport, 





Assistant a 
for booming West Texas city. Experience in 
home improvement field necessary as well 
as general iumber sv) experience. Base 
eoery one pe profit sharing. Write in detail to 
Box K-24 American Lumberman & Building 
Products Merchandiser. 





Manager 
for county seat Texas town with fine - 
pestanky for advancement with well esta 
ished company. Hard work necessary. Base 
salary plus percent of profits. Address Box 
K-25 American Lumberman & Building Prod- 
ucts Merchandiser. 





MILLWORK ESTIMATOR and DETAILER 
South Florida Millwork firm wishes to em- 
ploy experienced Millwork Estimator who 
can also Detail and Bill Special Millwork. 
Address Box K-26 American Lumberman & 
Building Products Merchandiser. 





RETAIL LUMBERMAN 

Old established Florida Company wishes to 
employ experienced Retail Lumberman who 
can list quantities and estimate from plans 
and sell to contractors and consumers. Give 
full particulars. Address Box K-27 American 
Lumberman & Building Products Merchandi- 
ser. 





Experienced salesman in retail lumber yard. 
Good pay for right man. Steady job. Good 
future. Courtesy Lumber & Supply, 5225 
S. State, Chicago, Ill. Tel. Kenwood 8-5700. 





MANAGER for modern Northern California 
Lumber Yard. Salary $6,000 to $8,000 plus 
liberal profit sharing. Main requirements are 
abilty and drive to manage growng opera- 
tion. Address Box K-20 American Lumber- 
man & Building Products Merchandiser. 





SALES yatta 


MERCHANDISING MAN 

Needed by building materials peter 
who sells to lumber and building supply 
dealers in Northeast. Involves develop ng 
and carrying through promotion programs 0 
building products. Write experience, etc. to 
Box K-21 American Lumberman and Build- 
ing Products Merchandiser. 





SALES REPRESENTATIVE 
WANTED 











LUMBER SALES REPRESENTATIVE 
Large eastern manufacturer-wholesaler, spe- 
cializing in western ines, fir and associated 
oe. desires “Right Man” representation 
in YOUR area. Accustomed high income. Un- 
usual opportunity. Address Box K-23 Ameri- 
can Lumberman & Building Products Mer- 
chandiser. 





100 for $25.00 
100 for $40.00 


12” to 18” 
18” te 24” 


P. O. Box 341 7 





CANADIAN HEMLOCK 
Graceful and Beautiful. Ideal for Hedges, 
Screening, Backgrounds and Reforesting 


F.0.8. SHIPPING POINTS—PACKING FREE 
EVERGREEN SUPPLY 

ERWIN, TENN. 
SHIPPER SINCE 1925 


Handy 

Cover 

Card 
For 
Fast 


1000 for $200.00 
1000 for $300.00 


Inquiry 


Service 
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RAILS: New and Relay , Rout: _ Sold. 
1000 nee Serviceable Ki in stock. 


M. FRANK, 480 Lexin; bg ‘Ave. New 
York 17. 400 Park Bidg., Pittsburgh 22, Pa. 





BUSINESS FOR SALE 











Building Material Business in rapidly ex- 
—- resort area 1 Michigan. A profitable 
usiness with best of prospects. ple op- 
portunity for e: n. A natural for home 
improvement contracting, pre-fab. 
Large, modern Fe cys no and warehouses. 
Private ey pte must retire. Will sell 
all, or stock equipment only and lease land 
and ee Box J-49 American 
eerenne Building Products Merchan- 
ser. 





LARGE SAWMILL BUSINESS FOR SALE: 
Going, well known established Southern 
Hardwood Sawmill Business, including all 
electric bandmill ‘and large circular mill; 
modern, heavy equ — and machinery 
geared for high production; fork-lift pack- 
age yard, Moore automatic stacker. Com- 
pany owns fifteen year supply, 60,000,000 
feet excellent timber, large order backlog, 
ten million feet lumber inventory. Experi- 
enced, capable management. Large fully 
equipped office on 45 acre site owned by 
company. Proven mailing lists, trained field 
men (salaried sales force), well established 
trade. Yearly profit potential over $100,- 
000.00. If interested Address Box K-22 
American Lumberman & Building Products 
Merchandiser. 





Established building material yard in North- 
western Pennsylvania. Will sell or lease land 
and improvements. Consider any reasonable 
offer. Address Box K-28 American Lumber- 
man & Building Products Merchandiser. 





MACHINERY FOR SALE 











Ross Straddle Carrier - 5 ton 

Timber Sizer - size 30” x 16” 

Band Saw LH 64” wheels 8” saws 

Knight Carriage - 4 blocks. 20’ or 36” 
Circular Saw Grinder 18” saws 

Lancaster Geared Blower #40 on stands 
Bishop Lbr. Co., 2315 N. Elson, Chicago, III. 





Lowest prices insulation blower hoses and 
blowers. Also bargains new and used indus- 
trial vacuum cleaners, accessories, hoses, 
etc. for all makes. 

Appliance bw air and Supp Ply Co., 466 North 
Parkside, Chicago 44, Ill. West Coast, 1926 
Channing Ave., Palo Alto, Calif. 





MISCELLANEOUS FOR SALE 








CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 


119 North Fourth Street 
Minneapolis 1, Minn. 





Is equipment maintenance . . . and high labor 
cost in connection with warehousing 

eating away at your profits? Both can be 
reduced substantially and full information 
is available on request. Write today, giving 
name and title, on your business letterhead, 
to Twin-Tilt, P. O. Box I-3, Cincinnati, Ohio. 


No obligation. 
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ADVERTISERS’ 


INDEX 





Acme Quality ime Inc. 
Acme Steel 
Aetna Plywood. & Veneer Co. 
Aluminium Ltd. 
Aluminum Co. ot America 
American Steel & Wire, 
Div. of U. S. 
Poser Sales Corp. 
Ps ag ee Hardwoods 
or Mfg., Inc. 
peed Fastener Co., 


Barrett Division, 

Allied Chemical Corp. 
Behr-Manning Co., 

Div. of Norton Co. 
Berry Door Corp. 
Bestwall Gypsum Co. 
Bird & Son, Inc. 

Bruce Co., E. L. 
Burroughs Corporation 


Capri Sales Inc. 
Columbia-Geneva Steel Div. .. 
Consumers Glue Co. 


Dicks-Armstron, 
Dodge Corp., 
Durham Co.. 
Dur-O-waL Div 
Cedar Rapids’ Block Co 


Evans Products Co. 
Evans Rule Co. 
Evergreen Supply 


Firestone Tire & Rubber Co., 

Flintkote Co., The 

Ford Div. of Ford Motor Co. 

Vortex Industries, Inc. .........cccscsece 59 
Freeport Woodcraft, Inc. 


General Tire & Rubber Co., The, 
Bolta Products Div. 
Georgia-Pacific 


-Pontius, Inc. 
w. 


Hamer Lbr. Sales, 
Homasote Company 


Illinois Lock Co., The 
Insulite Div., 

Minnesota & Ontario pager Co. 
International Salt Co., I a. 


Johns-Manville 
Kaiser Aluminum & Chemical 


Sales, Inc. 
Keystone Steel & Wire Co. 


‘Have You Overlooked This’’ 

The following manufacturers were carried 
in the Sept. 28 issue of American Lumber- 
man & BPM and are again listed with their 
inquiry numbers for your convenience. Use 
the Handy Cover Card for more information. 
Armstrong Cork Co. 306 

Armstrong ceilings are a by na- 

tional sit egg ee 
Bennett Mfg. Co., Rich oh: wondseeruee 322 
Literature available = “2-Way” Panel 
Saw. 
Bostitch 31 
Bostich staplers are profit boosters for 
dealers. 
Cleveland Steel Specialty Co. 

Catalog available for ‘‘Plyclips” 

building specialties. 
Continental Can Co. 338 
New “Roll-a-mart” displays and dispenses 
Conolite plastic laminate. 
Continental Steel Corp. 
New “Sales Helps” directory of advertising 
and sales promotion ideas offered free. 
Dexter Lock 1 
Write for literature on Dexter line of door 
closers. 
Douglas Fir Plywood Assn. 318 
Free stamp offered to assure you of getting 
quality plywood. 
Formica minated Plastics 320 

“Safe-Bond” contact cement goes twice as 


far. 
Georgia-Pacific 
Georgia-Pacific 
——— again: 


314 
and other 


324 
remium sheathing is 
nst delamination up to 


31 
New Products from Gerrard include com- 
bination oval strap unit and oval strap- 

ping machines. 
DRE I GN bea cbiviaccsciectcuakeas 325 
Use handy cover card for more information 
om peeciet offer of free Illinois “‘Glidrau- 

ic’”’ lock. 


LibbeyeOwenseFord Glass Co. 
Lumbermens Mutual Casualty Co. 


Div. of Masonite Corp. 


Lbr. Co. .. 
Minnesota ee 6 and Mfg. Co. 
Misceramic Tile . ; 
Mortell Company 
Moto-Mower, Inc. 


National Gypsum Co. 
National Lead Co. 

National Manufacturing Co. 
New York Wire Cloth Co. 


Pacific Lbr. Co., The 

Parker Hardware Mfg. 
Pickering Lbr. Corp. 

Pierce & Stevens Chemical Corp. 
Ponderosa Pine Woodwork 


Quaker State Metals Co. 


R-B Co., The 

Republic Steel Corp., 
ReOeW Sales Co. 

Ruberoid Co., The 
Truscon Div. 


awicinareind 8, 26-27, 105 
12-13 


Sargent & Co. 

Smith Chemical Works, Inc., 
Southeastern Tool & Die C 
Standard Tile Co., Inc. 
Sterling Corp. 

Swingline, ne. 

Symons Clamp & Mfg. Co 


Tarter, Webster & Johnson, Inc 
Templin Associates, Inc. 
Tennessee Coal & Iron Div 
Trinity White Cement 
Turnbuckles, Inc. 


U. S. Aluminum Siding Corp. 
U. S. Steel Corp. 
U. S. Steel Export Co. 
Universal Atlas Cement, 

Div. of U. S. Steel 


Walker & Son, Inc., T. V. 
Wells Aluminum Corp. 
Welsh oy gh a 
Western ine 
Weyerhaeuser Sales Co. 
White Instrument Co., 
Whonnock Lumber Co., 
Wood-Mosaic Corp. 


Inland Steel Products Co. 
Inland features wide selection of 
steel access doors. 
ee LR Sea 
J-M Fiber Glass home insulation is light 
wale space saver, easy to stock and to 


Kaiser Aluminum & Chemical Sales, Inc. 319 
Kaiser aluminum roofing and siding prod- 
= ad farm, residential and commercial 


Knape & Vogt Mfg. Co. 
K-V fixtures and hardware for closets 
and eared make more efficeint use of 


Libby et Gwen Ford 337 

Bow windows now glazed with GlasSeal 
Thermopane. 

Macklanburg-Duncan Co. 317 

M-D features Ane ao ly building products for 
doors and 

Mack Trucks 308 

— trucks insure dependable, trouble- 

Siggy y= 
Marlite iv. of Masonite Corp 333 

Free sales ag help you sell” Marlite Ran- 

dom som 
Maze Co., W. 302 

Maze offers EFS nail catalog as well 
as nail samples. 

Osmose Wood eserving Co. 

Data available on “Osmose-PFR” which 
renders wood flameproof and protects 
against decay. 

Pratt & Lambert, Inc. ..................3 326 

New P & L wood finished folder makes 
customers easy to sell. 

Ridge Tool Co. 327 

New “Ridgid” Hex Wrench has extra-large 
opening jaw. 

Skil Corp. 

Skilsaw gift packs 

merchandising aids. 
Western Pine Assn. 303 
Write for information on easy to handle 


335 
“Milcor” 


30 
include display and 





( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WATER 
PUTTY 


WILL NOT SHRINK 
STICKS AND STAYS pify 
‘ 








Most dealers repor 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
— year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
a you by far the 
st profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put, You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100- Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 82 on Handy Cover Card 


COMPANY 


Box 804 8 
Des Moines, 
tows. 








Sugar Pine. 
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SYMONS 
Steel Stake 


i 4 Pullout hole 
, for easy 


removal 


Easily secured 
to lumber— 
can be nailed 
every 1” OC 


Reused 
indefinitely 


“1” beam design 
drives easier, 
holds best 


Drives easily into 
hard earth. Can be 
used for practically 
any type of stake 
work. This popular 
and profitable item 
is available in 12”, 
18”, 24”, 30”, 36” 
and 42” sizes. 


<> Simms 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Ave., Chicago 39, Ill., Dept. K-9 


Please send complete dealer price Information 
on your STEEL STAKE. 


Hi-Carbon 
Alloy Steel 
tough to bend 


Rugged point 
with minimum 
deflection 





Name. 





Firm. 
Address 


Zone____State. 


( 


r 
| 
| 
| 
| 
| 
! 
| 
| 
| | 
| 
| 
| 
| 
! 
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MANAGEMENT WORKSHOP-IN-PRINT — ORGANIZED TEAMWORK SERIES NO. 11 


A Pattern for Profitable 
Dealer-Contractor Relationships 


Answering Your Questions on Contractors — Part 2 


Q. What do I do when the contractor fouls up a job 
and then won't make good? 

A. You should always add 3% to the selling price of big 
ticket packages when you are responsible for the work- 
manship. This reserve account will pay a handsome 
profit over a period of time. 

Q. When should I decide to take over control of the 
sales? 

A. Human nature being what it is—we are all as lazy as 
we dare to be. You should do only what is necessary to 
make a satisfactory sustained net profit. 

Q. Is there any way to avoid the extra hard work of 
operating a construction sales headquarters? 

A. Unquestionably controlling consumer sales is harder 
work than operating a contractor supply yard. But rem- 
ember that much of the extra organization work has 
only to be done once and then profit making becomes 
easier and more productive. 

Q. I've heard that contractor sales are more profitable 
than consumer sales. Is this true? 

A. It is mever true except when a dealer is so foolish as 


oe 
Contractors are “Partners” when: 


* you no longer fear contractor reaction to your profit 
making strategies and tactics. 

* contractors widely and regularly look to you for work. 
* local contractors consider you their best customer. 

* contractors bring business they uncover to you for hand- 
ling. 

* contractors never spoil a lead or prospect for you by 
improper follow-up. 

* you pay more dollars for contractors’ skills than they 
pay to you for material. 

* Contractors follow leads for you and never make you 
compete with other dealers for the materials sales. 

* contractors’ material lists are not made a football kicked 
around among competitive dealers. 

* there is no exploitation of the other fellow by either the 
contractor or your organization. 

* no one can ever put you out of business—even tempo- 
rarily—by withholding business or bypassing you in dis- 
tribution. 

* contractors no longer shop around among the chisellers 
for a cut price. 

* a sustained net profit is had of 20% or more on the net 
worth of your business. 

* your profit on labor sold is greater than your profit on 
materials sold. 


to make the same charge for consumer service that he 
does to the contractor. As a matter of fact, consumer 
sales properly priced are much more profitable than con- 
tractor sales because they are less competitive. 

Q. How can I show my contractors that creative sell- 
ing costs money—that I should get paid for it in my 
selling price? 

A. Take the contractor on a sales job where you do the 
selling. Point out the need for and advantages of: Ad- 
vertising, leads and prospects, trained salesmanship, sales 
literature, displays and models, a home planning and in- 
formation center, monthly payment selling, well prepared 
proposals and scientific creative selling. Show him how 
all of these increase his sales and profits but they cost you 
money! 

Q. Why should I strive to make every local custom 
contractor a member of my building team? 

A. By working with the building team you have fewer 
competitive price worries—you are literally selling materi- 
als to yourself on contracts you control. You don’t have to 
explain your prices to the contractor. You make no ma- 
terial charges to him, so he has no price worries, except 
how much he gets out of the job—and insofar as you can, 
you see that he gets a decent profit. 

Q. Why should I bother with the Independent group 
contractors when I have a goodly number of building 
team members and contract sales team members? 

A. Somebody is ultimately going to sell these Independ- 
ents at a profit. The dealer who has a good “B” team 
and a good “S” team is in the best possible position to 
do so. 

Q. How can I Sell contractors at net prices when 
competitive dealers are giving contract discounts? 

A. Tell contractors you'll give them any discount they 
want. They'll soon get the idea that discounts are first 
added into the selling price and the only way they can be 
sure is to compare net prices. Contractors will learn to 
become suspicious of dealer discounts unless they are 
earned commissions. Always ask the contractor ‘discount 
from what” when the question is raised. 

Q. What do 1 do about contractors who complain 
about my do-it-yourself advertising? 

A. Most building craft unions now recognize that do- 
it-yourself advertising creates much more work than it re- 
places. The layman starts the job and then nearly always 
has to call for a mechanic to finish it. If it weren’t for the 
do-it-yourself advertising, much of the work wouldn’t 
be done at all. 

Q. How would I go about getting contractors in my 
trading area to provide the information I need for my 
individual contractor records? 

A. There are four ways to get this information: 

1. by mail—a questionnaire sent to the address 
of such contractors as you want on your 
teams, seeking the information required for the 
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card record. (A sample questionnaire and _ let- 

of transmittal is available on request.) Get 

contractors lists from ledgers, directories, build- 
ing permit records, union files. 

2. By personal visit—either yourself or senior 
salesmen should visit contractors at their home 
or place of business, explain program and 
bring back needed information. This should be 
supervised carefully. Experience indicates that 
material sales and requests for estimates se- 
cured at the time of the interview pay many 
times the cost, in time and effort, of getting the 
information. 

3. Probably the best way to get this information 
is to bring a few contractors at a time into 
the store for a personal explanation of the pro- 
gram. Have them fill out the questionnaire on 
the spot. A prize drawing could be used to build 
good will and remove any resistance to giving 
you full information. 

4. By telephone interview—a well trained young 
lady could elicit the information by calling each 
wanted contractor and using an opening some- 
thing like “We are preparing a roster of the 
reliable contractors in (city, county or district) 
for the purpose of developing an intensive ad- 
advertising and promotional program to stim- 
ulate constiuction in this area. If you will give 
us some information about yourself it will help 
us help you”. 

Before signing off the contractor should be 
asked “Do you need anything today?” Ask key 
questions and record answers. Offer a special. 
“Would you like to receive our special monthly 
contractor bargain sheet? 
After this call, the contractor should be con- 
contacted as soon as possible by a company 
executive or salesman who explains the com- 
plete partnership program. 





CHECK LIST FOR DEALER CONTRACTOR 
MEETINGS 


I. Set down clear cut objectives for each meeting. 


II. Build program from contractor's viewpoint, answering 
“What is there in it for me?” 


III. Determine what is needed to achieve the objectives. 


VI. Organize details to see that nothing is overlooked: 


(a) time (h) outside cooperation (0) registration 
(b) place & participation (p) chairman 
(c) announcements (i) social aspects (q) badges 

& invitations (j) displays & samples (r) blackboard 
(d) follow-up (k) room organization (s) comfort 
(e) refreshments (1) physical equipment (t) printing 


(f) budget (m) slides & films (u) demonstrations 
(g) participants (n) projectors (v) handouts 
(company) (w) showmanship 


(x) results 


V. Assign jobs and responsibilities to all participants. As- 
sure creditable performance. 


VI. Concentrate on objectives at meeting. 
VII. Allow for bull session—questions and answers. 
VIII. Assure constructive, enthusiastic group dynamics. 


IX. Emphasize friendliness—merchandising partnership— 
Teamwork for Mutual Profit. 


X. Avoid difficult policy questions that concern individuals. 


XI. Close on happy note—make them want to come back. 
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Last Chance To Attend 
Art Hood's Famous 


Management Workshops 


EARLY 5,000 executives from 3,081 retail lum- 

beryards have “graduated” from Art Hood’s 
Management Workshops. More than 100 men have 
taken the workshop twice. 

This is the renowned retail training course which 
often increases sales 25% and net profits up to 50%. 

Upon his return from conducting two eminently 
successful dealer workshops in Australia, Art Hood 
has announced that he will conclude his series of 
workshops in July, 1961. 

“I’ve set as my goal 100 workshops. This will be 
reached at the workshop we will conduct for the 
Middle Atlantic Lumbermen’s Association at Atlan- 
tic City in July of 1961,” Hood said. 

Retailers are advised to register early for the re- 
maining workshops. Dealer after dealer has testified 
that the workshops are “nothing less than a complete 
rejuvenation for my business.” 

What the course is. Each workshop is an informa- 
tive, fact-packed week of compressed practical 
knowledge which will profit any retail executive for 
a lifetime. For companies whose profit is unsatisfac- 
tory, it provides the plans and equipment for the de- 
velopment of a sustained satisfactory net profit. 

It is a refresher course for owners and managers. 

Each workshop costs approximately $110. For 
this the student usually receives two meals a day, his 
textbooks and all necessary supplies. Hotel expense is 
extra. 

The last of the workshops are now scheduled. Reg- 
ister now for a winter or spring session. “There was 
at least one idea worth a thousand dollars to me in 
every hour I spent in the workshop,” one dealer said. 


WINTER WORKSHOP SCHEDULE 


Dec. 7-11, 1959 — Carolina Lumber & Supply Associa- 
tion and Dist. No. 2, Hotel Barring- 
ton, Charlotte, N. C. (Workshop No. 
90). 

Jan. 20-24, 1960 — Texas Lumber Dealers Association, 
Austin, Tex. (Workshop No. 91). 

Feb. 24-28, 1960 — Southern California Lumber Dealers 
Association, Santa Monica, Calif. 

Mar. 14-18, 1960— Western Retail Lumber Dealers As- 
sociation, Seattle, Wash. (Workshop 
No. 93). 

April 13-17, 1960— Ohio Association of Retail Lumber 
Dealers and _ neighboring _ states, 
Granville, Ohio. (Workshop No. 
94). 

Send your reservations to the sponsoring association. Or, 

you may notify American Lumberman, 59 E. Monroe St., 

Chicago 3, Ill. 
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a ge new v te fills the 

~ gap for more business! 
aie more profits! 
<= FREEPORT WOODCRAFT, INC. 


ee Manufacturers Of The Most Complete Line Of 


STATIONARY and INTERIOR 
_— MOVABLE SHUTTERS 


mae Sold Through Leading Jobbers In Every Area 





p 
“——— We Feature... 
per arses ® Large stock of standard 
“tee «60 sizes competitively 
“A= ~= priced to meet all com 
petition including for- 
eign imports. 
owe © Finest quality 
Fr anal manufactured of 
clear white pine. 
@ Priced right to 
mete, Dring you an add- 
=~ ed, extra profit. 


a 





Some territories 
peer phages = ; : Portable Buildings For Homeowners 
Representatives : ae — Walker Bros. Lumber Co. of Colorado Springs, Colo.. 
ee a make one type of portable chiefly for the city homeown- 
Spiga ye: wee er who has no garage but needs storage space for lawn 
and garden materials. 
These 6’ x 7’ buildings are 8’ at the peak and 7’ at 
the eaves. They are made of %” exterior plywood on 2” x 
75 Carmans Road, sy 2” studs. 

Pa Versenpeer, ..¥. Price is determined by assembly. These buildings can 
sienna on nn a aT... be purchased assembled or unassembled in the yard. Be- 
ee ee cause of narrow house yard gates often customers buy a 


ns Rt yg 


=> = ne. L . os 9° ° s ° . 
storage building in sections and have it assembled at its 
destination. For reassembling a completed building there 
is a $10 charge in addition to the $129 package price. 
The yard has finished and sectional models for customers 
to study. 
The O. L. Walker Lumber Co. in Casper, Wyo., is also 
having good sales on a variation of this storage building. 


























Lures Customers With No. 2 Dimension 


“WE'RE ON ‘EASY STREET’ NOW THAT WE'RE SUGGESTING — Contractors buy No. 2 dimension lumber as fast as it 
“SCOTCH GRAND MASKING TAPE WITH EVERY PAINT SALE! is made available by Lampert Yards, Cedar Rapids, Iowa. 
This lumber is made available at % off, but contractors 
must take a minimum of a load at a time. 


=>, Customers are allowed to select their own pieces, 
Mienesora [imine ano Afanuracrunine E> which are made up of pieces from new shipments or re- 





“SCOTCH” ond the ploid design cre registered trademarks of 3M Co., St. Poul 6, Minn. 


turns. The large volume handled by Lampert always gives 
contractors a good choice. 


» WHERE RESEARCH IS THE KEY TO TOMORROW 
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Philippine Mahogany back makes handsome interior surface. 


FORMS BETTER, PAINTS BETTER! 
GPX-Marine Green uses fir for strong core, plus Philippine Mahogany 
under the overlay. No patches to “pop’’ under binding stress. No 
telegraphing grain @ Exclusive latex additive in the overlay itself 
provides a better “tooth”... paint holds better @ Paint lasts 3 or 4 
times longer than on fir plywood. No grain raise or checking. ® Five 


and seven ply, all standard plywood sizes. Special sizes available. 


NOW FOR YOUR BOAT-BUILDING CUSTOMERS 


GPX-MARINE GREEN 


NEW GEORGIA-PACIFIC OVERLAID PLYWOOD 


Send for your sample of GPX-Marine Green today. We will include 
complete product information and your nearest source. Write 
Georgia-Pacific, Equitable Bldg., Portland, Ore. Dept. No. ALBP-1059 





Lm GEORGIA-PACIFIC 


PLYWOOD & REOWOOD - LUMBER & HAROBOARD — PULP & PAPER 


See the Georgia-Pacific exhibit 
NRLDA show — booth #1034 


Circle No. 86 on Handy Cover Card 
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Find it Faster, Sell it Faster 


ee» WITH NATIONAL’S PICTO-GRAPHIC CARTON LABELS 


Your clerks will close sales faster—with greater customer satisfaction—when 
your shelves are stocked with those blue-labelled National boxes. No fumbling, 
no guessing what’s inside each box . . . it’s all right there on the Picto-Graphic 

: ; : : WRITE FOR 
label—what item, what size, what finish. One more reason why the big-volume poce cataioc 
dealers are swinging to National of Sterling. TODAY 


NATIONAL MANUFACTURING CO. 


11910 First Ave. Sterling, Illinois 
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